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who have an eye for a constantly growing 
business, through satisfied customers, are 
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Liberty and Pipeless 


FURNACES 


The large heating surface, long fire travel, anti-clinker 
grate, two-piece fire pot, clean-out door and large 
ash pit make satisfied customers, and the Gilt Edge 
dealer-aid advertising plan makes orders come easy. 
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Write today for catalog and the Gilt Edge Selling Plan. 
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PIPE AND PIPELESS STYLES 


THE NEW HOWARD 
OVERDRAFT FURNACE 


NEW furnace, made 
by expert furnace men, 
for dealers to sell to cus- 
tomers they want to please. 


The design is right. 


The material used is the 
best that money can buy, 
and our prices are as low 
as we can sell good goods 
for. 


Yours truly, 


HOWARD STOVE & FURNACE CO. 
RALSTON, NEB. 





























“Living up 


NOW-—and for thirty 
years past. 


Our dealer selling co-operation 
for 1921 is complete in every way. 
Tt will get sales for you. Write 
for catalog and prices today. 
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RANK 


HEN you compare feature for feature you 
W\ will find that this steel furnace has no point 

in construction or operation that can be 
made a weak spot in your sales argument. You 
want to sell a furnace that is absolutely gas and 
soot proof—one that gives your customers clean, 
economical heat—a furnace that won’t warp or 
buckle. You want to sell the 


ary" Furnace 


[ts radiating surface is exceptionally large. It is 
made of tested metal, cold riveted heavy steel plate. 
It is fool-proof—always in order. The furnace that 
gives you not only good profits but safe profits. 


Ask about our agency NOW. 


Haynes-Langenberg Mfg. Co. 


4058 Forest Park Blvd. St. Louis, Mo. 
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The New York Federal Reserve Bank re- 
ports a healthful trend back to normal in the 
financial world. This ten- 

Advertising dency is welcome, and it can 

Is Magic Key be retarded only by those of 
little faith. A distinguished 

writer on economic subjects outlines four 
principles for general consideration by busi- 
First, “keep a firm hold on your 
Second, 


ness men. 
common, ordinary horse sense.” 
“broader and wider tolerance than you have 
ever had before.” Third, ‘use of the blessed 
sense of American humor,” and, fourth, 
“take a new and firm grip on your faith in 
the United States.” 

These principles truly may be said to be 
Lincolnian. These are the essentials of busi- 
ness optimism. But optimism without ef- 
fort is as useless and dead as faith without 
works. 

But times are uncertain, unemployment is 
growing, the bow-wows are imminent, stam- 
mers the disciple of little faith and no initia- 
tive. 

In answer to that the former president of 
the Lackawanna railroad replies: “Advertis- 
ing is the magic key that unlocks the gates 
of the commercial prosperity and floods busi- 
ness with new life. It is the one factor in 
business powerful enough to turn disaster 
into success. Its practical value lies in the 
fact that it stimulates consumption.” 

Wherefore, concludes this scientific op- 
timist, the logical time for persistent adver- 
tising is when consumption is at low ebb. ° 

o ¢ ¢ © @ 

Cancellation of contracts is one of the 

contributory causes for the present slump in 


business, according to a 
The Evils ot statement issued today by 
Cancellation the Fabricated Production 


Department of the Chamber 


of Commerce of the United States. This 


conclusion was reached by the department 
after six months’ study of the cancellation 
evil. The influence of early repudiation of 
orders, it is pointed out, spread rapidly and 
brought about a creeping paralysis of indus- 
try. 

In a number of lines, partly because of 
cancellations, plants were reduced from over- 
time production schedule to three days a 
week and in some instances to a complete 
shut-down. Legal remedies have been of lit- 
tle avail, for the ailment has shaken confi- 
dence, which must be restored before better 
times can be looked for, according to the de- 
partment. 

The investigation of cancellations showed 
that there were plenty of cancellations mu- 
tually arranged which were beneficial to both 
parties, but there were many others which 
worked a hardship on either the buyer or 
seller. Of the latter type the number of sell- 
ers who violated their contracts was about 
equal to the number of buyers who cancelled 
orders. The investigation also disclosed that 
a large number of business men took losses 
rather than repudiate. 

In an effort to restore confidence and avoid 
future misunderstanding these proposals are 
put forth by the department: 

“Draw contracts in conformity with the 
law of the state in which they are completed 
or accepted—making the obligations of both 
the seller and buyer equitable. 

“Provide in them for arbitration in case of 
dispute either under the state law, rules of 
trade organizations, or other adequate 
agency. 

“Incorporate questions in your credit in- 
quiries, the answer to which will establish 
the applicants’ cancellation record. 

“Consider it a duty and a privilege in pro- 
tection to American business standards to re- 
port on inquiry those who unjustly and ha- 
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bitually disregard their contract obligations. 

“Establish an honor roll of those who have 
dealt with you for a term of years according 
to contract or terms—and let them know 
why. 

“Where transactions cannot be covered by 
written agreements find means for putting 
a premium on good faith and insist on your 
employees living up to it also. 

“Stand for ‘Golden Rule’ policy through- 
out your business, taking losses if necessary 
to demonstrate you mean it. 

“Without preaching, keep before your em- 
ployees and your trade continuously the 
value of good will built on kept promises. 

“Urge your trade or commercial organiza- 
tions to record their disapproval of all prac- 
tices which have led to the present unsatis- 
factory conditions. It will help strengthen 
the weak. 

“Take an advance stand personally for 
American business integrity and let it be 
known. The force of example is very pow- 
erful just now. 

“Oral contracts are as binding as written 
if legal requirements are complied with, but 
the obligation to perform is equally strong.” 

© ® ¢ © 

One of the investigating committees of the 
United States Congress, which has just 
passed out of existence, asked 
former President Wilson for 
a report on how and for what 
he spent 150 million dollars 
which was voted some two or three years 
ago to be spent at his discretion in connec- 
tion with the peace negotiations. 

The report was rendered a few days ago 
and consisted of 300 pages—two pages for 
each million dollars. 

If any one of the committee members 
should have the persistence to plow through 
this report, what good will have been accom- 
plished? The money has been spent and 
can not be recovered, nor can the results of 
spending the money be changed. 

Another example of useless expenditure of 
time and money on the part of Congress is 
the report called for from former Secretary 
of the Treasury Houston, in connection with 
loans extended to foreign nations. When 


Two Pages Per 
Million Dollars 





the correspondence and other parts of this 
report were delivered, they filled six big pack- 
ing cases. 
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Does any imagine that the members of the 
committee asking for the report are going to 
examine or correlate all the thousands of 
notes and schedules and cables exchanged at 
various times during the past three years? 

And if they do, is the collection of those 
debts likely to be expedited? 

If the Congress which is to meet in extra 
session in a month or so, will spend less time 
in such useless and time-wasting investiga- 
tions that serve no purpose, and devote some 
of the time thus saved, we may hope for the 
enactment of some of the laws which are 
badly needed for the stabilization of business. 

So far as the Congress, which ceased to 
exist on March fourth, is concerned, we can 
draw a line across the page from the top of 
the left hand side to the bottom of the right 
—there is nothing to its credit in the way of 
real, constructive legislation. , 

eo ¢ © &¢ & 

Not long ago a questionnaire was sent to 
successful merchants and manufacturers in 

various lines of industry ask- 

When to Stop jing them to state their ideas 

Advertising as to the best time to stop ad 

vertising. Numerous replies 
were received, the gist of which is as follows: 

When population ceases to multiply and 
the generations that crowd on after you and 
never heard of you, stop coming on. 

When you have convinced everybody 
whose life will touch yours, that you have 
better goods and lower prices than they can 
get anywhere else. 

When you perceive it to be the rule that 
men who never advertise are outstripping 
their neighbors in the same line of business. 

When men stop making fortunes right in 
your sight solely through the use of legiti- 
mate advertising. 

When you can forget the words of the 
shrewdest and most successful business men 
concerning the main cause of their prosper- 
ity. 

When every man has become so thorough- 
ly a creature of habit that he will certainly 
buy this year where he bought last year. 

When younger, fresher houses in your line 
cease starting up and using newspapers in 
telling the people how they can give them 
better goods or better service than you can. 

When nobody else thinks it pays to adver- 


tise. 
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Random Notes and Sketches 


By Sidney Arnold 





A librarian told my friend W. D. Biggers of the 
Continental Company, Detroit, Michigan, that she was 
visited by a young lady who wished to see a large map 
of France. She was writing a paper on the battlefields 
of France for a culture club and she just couldn’t find 
landers Fields and No Man’s Land on any of the 
maps in her books. 
x ok x 

Speaking about appropriate trade-marks, my friend 
©. L. Moon of Scheible-Moncrief Heater Company, 
Cleveland, Ohio, mentions a clothing merchant who 
uses the apple as a trade-mark. 

The merchant argues that there wouldn't have been 
any clothing business if it hadn’t been for an apple. 


* 


My friend IF. M. Farber of Marshalltown Manu- 
facturing Company, Marshalltown, Iowa, says that 
the worst libel on a dog which he ever read is con- 
tained in this advertisement : 

“For sale, a large dog, two years old; will eat any- 
thing, very fond of children.” 
from Furnace /nstallation, the 


Here is a cartoon 


breezy house organ of I*. Meyer and Brother Com- 


pany, Peoria, Illinois. 
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It tells a story and points a moral much more effec- 


People who are always worrying about conditions 
remind my friend John C. Henley, of Tanner and 
Company, Indianapolis, Indiana, of the Irishman’s 
answer to the pious old lady. 

“This is a wicked world,” said the pious old lady. 

“Yes, ma’am,” agreed the Irishman, “and we will be 
lucky if we ever get out of it alive.” 

Some of the commonest words are often misunder- 
stood, declares my friend E. P. Miller of the Victor 
I1eater Company, Marshalltown, Iowa. 

He cites an extreme case: 

A colored man was importuned to buy a city lot by 
a real estate man for $600.00. He replied: 

“T would, but I have only got $400.00.” 

“That is all right, you give me that and a mortgage 
for $200.00.” 

He said, “Well, what can a fellow do if he hain’t 
got no mortgage ?” 

* aK aK 

In these days of jazz, it is appropriate to discuss 
the origin of the bagpipe, states my friend D. E. Cum- 
mings, Chicago Manager of the Thatcher Furnace 
Company. He gives the Irishman’s version of the 
matter, thus: 

“Well, I'll tell you the truth about it. The Irish 
invented it and sold it to the Scotch as a joke; and the 
Scotch ain’t seen the joke yet!” 

¢¢ 6 

Here is a little smile-provoker from my friend E. 
B. Langenberg of Haynes-Langenberg Manufactur- 
ing Company, St. Louis, Missouri: 

“Tell me,” said the prosecuting attorney, “were you 
present at the inception of the altercation?” 

“No sir,” replied the witness, “but I was there whet 
the fight started.” 

1K ok * 

The famous English physiologist Foster says that 
our thoughts and fancies carve themselves deeply into 
every tissue of the body. 

He declares that we are inheritors not only of the 
bone and cell and nerve of our predecessors but also 
of all the modifications of character resulting from 
modes of intellectual activity. 

Just as no force is ever lost or reduced to nothing- 
ness so no thought ever perishes from the sum total of 
the world’s energies. 

A kindly word is as specific a thing as a ray of heat 
from the sun. Though we may not trace its many per- 
formances, the influence of it never ceases. Its power 
for good goes on always. Something of this idea is 
set forth in the subjoined verses: 

How a Word of Kindness Helps. 


Drop a word of cheer and kindness— 
Just a flash, and it is gone; 

But there’s half a hundred ripples 
Circling on, and on, and on, 

Bearing hope, and joy, and comfort, 
On each splashing, dashing wave, 

Til you wouldn’t think the volume 

Of the one kind word you gave. 


Drop a word of cheer and kindness— 
In a minute you forget, 

3ut there’s gladness still a-swelling, 
And there’s joy a-circling yet; 

And you've rolled a wave of comfort 
Whose sweet music can be heard 

Over miles and miles of waters, 





tively than could be done in a book full of words. Just by dropping one kind word. 





16 





'»-to-the-Minute News Siftings 


Items of Interest to Dealers Gleaned from Many Fields. 


National and Local Business Plans, Problems, and Practices. 





EXPLAINS THE TEST OF 
COOKING RANGES. 


(Continued from last week.) 

The first consists of a process of surrounding the 
food by air maintained at a high temperature in a 
closed space, the walls of which are also kept hot by 
some means. The second consists essentially in apply- 
ing heat to the article of food on one side only, the 
other side being meanwhile exposed to open air. One 
method consists in placing the articles to be treated in 
an open vessel such as a frying pan or saucepan, and 
heating it at a high temperature, exposed on one side 
to cold surrounding air, in fat or otherwise, by apply- 
ing the heat to the bottom of the vessel. This section 
also includes toasting, in which the food is heated 
on one side by intense radiation, the article being sur- 
rounded by the open air. The third, called boiling, has 
two subdivisions, which may be defined as steaming 
or boiling proper. 

The process of steaming consists in placing the 
article to be cooked in a closed vessel, and by some 
means or other keeping it immersed in the vapor 
from boiling water. The boiling process consists in 
placing the food in a vessel of water, and heating the 
water at a pressure not exceding the atmospheric 
pressure; thus, the essential feature of the third sub- 
division is that the temperature does not exceed 212 
degrees. All cooking operations are covered by one 
or other of these definitions. It is quite evident that 
these processes are so different in themselves that it 
will be difficult to apply a common formula to them 
all. 

The expression “efficiency” as used in all industrial 
science, is essentially the ratio of the amount of 
energy physically necessary to perform a certain 
process, to the amount which in practice has to be ex- 
pended in order to produce the effect, the latter amount 
including all the extraneous losses, which, however, 
practically necessary they may be, are not physically 
necessary to the performance of the duty. 

The object of the engineer, from the point of view 
of securing economy, is, therefore, in all cases that 
amount of waste, namely, the difference between the 
energy physically necessary to do the duty and that 
which has to be expended on it for practical reasons. 

We are met here with a crucial difficulty at the out- 
set, in that we do not know, and indeed we have very 
little idea, of the amount of energy or heat necessary 
to effect the conversion of uncooked into cooked food. 
and until some extensive and exact researches have 
been conducted on this point, we shall not be in anv 
better position than we are now. 

We can to some extent and in a certain sense de- 
fine more exactly the other side of the question in that 
we can measure or weigh the amount of fuel of what- 
ever kind we may have to burn in order to carry out 


any proposed operation, but “efficiency” is essentially 
the quotient or ratio of two quantities of which we 
have only definite information about one. 

When we look further into the practical side of the 
matter, we find that even the apparently simple ques- 
tion of the amount of fuel expended is really a very, 
complicated question indeed; quite as complicated in 
its own way as the other, for it is very rarely that a 
process of cookery as carried out in practice is a simple 
operation, or that the apparatus is constructed or de- 
signed solely for that one operation. In almost all 
cases the apparatus is designed for quite a number 
of different purposes. 

In heating engineering we are familiar with boilers 
which are adapted solely for the purpose of heating 
water, and in this case the determination of “effi- 
ciency,” althought difficult and complicated in a prac- 
tical laboratory, is nevertheless a thing of essential 
simplicity in its principle. That is not so in any case 
of cookery, where the apparatus to carry out the 
process is adapted for more than one type of opera- 
tion. 

Consider, for instance, the most familiar of these 
appliances—the cooking range. If we are using the 
cooking range for (let us say) the production of hot 
water, we find in practice that we cannot, however we 
arrange the dampers, prevent the oven also getting hot 
to a certain extent. Neither can we prevent the 
escape of a good deal of heat into the kitchen. 


Now, in an ordinary kitchen, one of the functions 
of the cooking range is actually to warm the kitchen 
itself. How are we to subdivide the amount of fuel 
burnt in the furnace between the heating of the kitchen 
and the production of the hot water? Further, what 
allowance are we to make for the heat which finds its 
way into the oven portion of the appliance? It is 
imperative that we should come to some understand- 
ing on this point, otherwise we are wholly precluded 
from calculating any figure which should represent 
the “efficiency” of the processes for which a cooking 
range is used. 


Then there are other awkward and difficult ques- 
tions which we have to decide upon. Let us imagine 
we are using the cooking range this time for preparing 
some dish which requires to be kept in a hot oven for 
a certain period, for instance, the baking of bread. I 
have already alluded to the fact that nobody knows 
how much heat is absorbed by the bread in the process 
of cooking, but that is not the principal difficulty here. 

Imagine we start in the morning with our cooking 
range cold. We light a fire in the grate, and for the 
first hour or hour and a half the temperature gradual- 
ly rises, and the whole of the structure becomes gradu- 
ally warm. At the end of that period, let us suppose, 
the oven is hot enough to insert our prepared dough. 

We maintain the temperature by the suitable addi- 
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tion of fuel until the bread is baked, then we remove 
it. The work we have done consists of the baking 
of the bread. Ata certain period we stop stoking the 
fuel on. The temperature gradually falls until it is 
too low to carry out any cooking operation, but during 
the period of cooling, it is evident that if we had had 
a preparation of suitable food which could be suitably 
cooked at a gradually falling temperature, it would 
have been possible to effect a great deal more work 
with the apparatus with the same stoking of fuel than 
we have actually accomplished in the baking of our 
bread. 

It is possible to conceive that with a very great deal 
of care we might perhaps during the period of heating 
and cooling have effected the transference of heat to 
suitable articles very much more than we have actually 
effected. Now, according as we fed the oven we 
produce an effect on our calculated “efficiency.” 

It will thus be seen that it is wholly impossible to 
define what is a practicable arnount of heat to be com- 
municated to food, owing to the circumstance, firstly, 
that we do not know what heat is absorbed by the food ; 
secondly, we cannot possibly have an_ infinitely 
variegated range of food substances suitable for be- 
ing cooked at gradually rising or falling temperatures. 
The problem as a practical problem of research, be- 
comes wholly indeterminate and impossible to carry 
out. 

There is yet another problem at least as serious as 
any of the preceding ones, arising principally in con- 
nection with ranges burning solid fuel, but by no 
means absent in the case of gas and electricity. That 
problem is the manner in which the combustion of the 
fuel is effected. 

Reverting to our solid fuel range, we may start the 
fire by burning a large quantity of dry wood, and pile 
on as much fuel as the furnace will hold, and burn 
it at a very rapid rate in order to shorten the period 
of heating up, and to get up our temperature in the 
oven and other parts of the range as quickly as may 
be. In doing so we obviously roar away to waste a 
good deal of fuel which it is conceivable we might 
otherwise have saved. On the other hand, we may 
procede more gently. We may light the fire with a 
moderate quantity of wood, and put on a small 
quantity of fuel, and endeavor by not burning the fuel 
at so great a rate to effect the final result with a 
smaller consumption of fuel than we had to employ 
by the first method. There is an infinite gradation of 
different ways of burning fuel. Each of these pro- 
duces a different result. The amount of heat lost from 
the outside of the range varies in each case, and the 
final result is certain to, and in fact does, vary greatly 
according to the amount of fuel thrown on. 

A similar series of questions arises in connection 
with the rate of draught. We may be provided with 
a high chimney, which will give us command of a very 
keen draught, so keen that if we burn a large amount 
of fuel in the grate at a rapid rate, we may even 
make the hot plate or oven plates red hot, and do a 
good deal of damage. On the other hand, we may 
shut down the draught to such an extent that the rate 
of combustion is low, although the fire is thick. 
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We may control the rate of combustion in two ways: 
Either by regulating the amount of draught, or by 
regulating the thickness of the fire. With a thick 
fire and a slow draught we may obtain the same rate 
of combustion as with a thin fire and a keen draught. 
It is obvious that the “efficiency” must vary as between 
these two cases, although the rate of combustion and 
the apparatus are both identical. It will thus be seen 
that there is no single element of simplicity in this 
tangle. In order to get any definite results from it we 
must cut our way through it by laying down hard and 
fast rules, which will be applicable as far as possible 
to all the different appliances tested. 

It is evident, too, that each appliance of different 
design will probably have to be differently treated 
in order to obtain the maximum “efficiency” from it. 
It is easy to conceive that certain types of designs 
of apparatus will produce their highest “efficiency” 
with a thick fire and as low draught, or with steady 
and regular feeding; while another type requires for 
its maximum efficiency an initial heavy stoking, a keen 
draught, and subsequent regular and uniform stok- 
ings. 

We cannot be sure that we are obtaining the best 
result from any given range, unless the experiments 
on it are both carefully conducted and prolonged, and 
unless a person of great experience is conducting the 
operations. When, therefore, we are comparing two 
entirely different appliances in respect of their effi- 
ciency, we require to be sure that each of them is 
measured at its maximum efficiency, otherwise it would 
not be a fair comparison, secondly, that the experiment 
could be repeated with substantially the same result. 


(Continued next week.) 





Stove Company Is Prosperous. 

The annual report of the officers of the Comstock- 
Castle Stove Company, of Quincy, Illinois, showed that 
the company had a prosperous year. The company 
has had erected an enameling plant and hereafter will 
do its own work in this line. 





Reduces Prices of Stove Pipe 
and Stove Pipe Elbows. 


Actuated by sincere desire to hasten the process of 
readjustment in the trade, the Excelsior Steel Furnace 
Company, Chicago, Illinois, announces a reduction of 
twenty per cent in prices of stove pipe and stove pipe 
elbows, effective at once. 

This noteworthy decrease is undertaken with a view 
to stimulate buying. The Excelsior Steel [Furnace 
Company knows that the trouble all along has been 
lack of initiative in speeding up the readjustment. 
There has been too much of the spirit of “Let George 
Do It.” The time has come for each one to do his 
share, and to take whatever losses are incident to the 
doing without grumbling or going about with funereal 
countenance. 





I’ve never any pity for conceited people, because I 
think they carry their comfort about with them.— 
George Eliot. 
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Stove Company Goes Into 
Hands of Receiver. 

The Isaac A. Sheppard Company, stove manufac- 
turers, with headquarters in Philadelphia and a large 
plant in Baltimore, has gone into receivership. The 
Second National Bank of Baltimore, a stockholder, 
filed the petition and George W. Barr and Wilham E. 
Wagner were appointed receivers in the circuit court 
of Maryland, under bond of $40,000. 

Franklin L. Sheppard, of Philadelphia, president of 
the company, said that the condition was a temporary 
one, due to the warm weather and the fact that the 
warehouses were overstocked. Business for Septem- 
ber was one-third of usual seasonal volume and later 
months have been similarly slack, said Mr. Sheppard. 

He said the firm had outstanding $125,000 worth of 
common stock and $123,000 preferred and that liabil- 
ities were only $61,000. The receivers have been au- 
thorized to borrow money and continue the business. 

The company was started in Philadelphia in 1860 
and opened its Baltimore plant in 1867. The Philadel- 
phia plant was sold in 1913 and since then manufactur- 
ing has been all done in Baltimore. 





‘Renown Combination Range Has 
Patented Underfeed. 

From the dealer’s point of view, the big selling fea- 
ture of the “Renown” Combination Coal and 
Range made by the Independent Stove Company, 
Owosso, Michigan, is the highly developed underfeed 
with two rows of air jets which burn up the smoke and 


Gas 


soot with a clean, hot flame. 














Showing Oven with Baffle Plates of “Renown” Combina- 
tion Coal and Gas Range. 


This combination range burns gas separately; any 
solid fuel; or both at the same time, if desired. 

The fire box of the “Renown” Combination Coal 
and Gas Range is provided with a pouch feed. This 
permits the coal to be fed underneath aad along side 
the fire instead of on top. 

In the front of the firepot is a row of air inlet per- 
forations and another row at the rear. When the gas 
and smoke from the coal arise they mix with heated 
air drawn through these perforations. The result, it 
is claimed, is a clean. hot flame which burns up the 
smoke and soot. 
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The oven of the “Renown” Combination Coal and 
Gas Range is so devised that when baking with coal, 
the gas burner folds completely away. 

This oven when ready to bake with gas has a baffle 
plate which spreads heat evenly through every corner, 

















Oven of “Renown” Combination Coal and Gas Range, 
Showing that Burner Folds Completely Away When 
Baking With Coal. 


as shown in the diagram of the accompanying illustra- 
tion. 

Many other desirable features are claimed for this 
range. They are set forth in the illustrated literature 
of the Independent Stove Company, Owosso, Michi- 
gan. Dealers are advised to write for terms and par- 
ticulars. 


Is Granted Patent Rights for 
Stovepipe Cleaner. 

Under number 1,362,660, Stanly Zave, Chicago, Illi- 
nois, has been granted United States patent rights for 
a stovepipe cleaner described in the following: 

In combination, a cylindrical stove pipe provided 
with a slot, a cylindrical well communicating with said 
pipe, of substantially the same cross section and having 
an opening in the bottom thereof, a curved member 
joining one side of said well and the under side of said 
pipe and adjacent to said slot, a brush adapted to con- 
tact with the walls of said pipe and a well, a member 





in said pipe arranged to cover said slot and adapted to 


) 

















be moved to obstruct communication between’ said well 
and pipe when said brush is removed from said well, a 
curved arm on said brush, a flexible connection at- 
tached to said arm and an additional flexible connection 
attached to said brush on the end opposite said arm, 
adapted to pass through the bottom opening in said 
well. 
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Will People Purchase Washing Machines When 
Times Are Hard ? 


Phillip Gross Hardware and Supply Company Say That 
They Will if You Show That You Want to Sell Them. 


“Hard times? It’s bunk. 
plenty of business!’ 

Who says that? 

Some theoretical crank who doesn’t know anything 
about what it really means to run a retail hardware 
store or about selling stuff when people won't buy? 


Advertise and you'll have 


Nay, nay, brother, the man whose statement is 
quoted in the three short sentences of the beginning 


so we asked Mr. D. E. Stewart, Advertising Manager 
of the Phillip Gross Hardware & Supply Company, 
Milwaukee, Wisconsin, to tell the of 
\MERICAN ARTISAN AND HARDWARE REcoRD some- 
thing about the campaign which he conducted for the 


subscribers 


Company during January, 1921, on electrical household 
appliances, with particular reference to the sale of 
washing machines and kindred apparatus. 








——— 








Window Display Arranged for the Phillip Gross Hardware & Supply Company, Milwaukee, Wisconsin, Featuring Apex 
Electric Washer and Ironer as Against Old Fashioned Wash Tub Method. 


of this article, is no theoretical crank, nor is he a fellow 
who knows nothing about selling goods when people 
won't buy, for he has just completed a selling campaign 
on electrical household appliances in an industrial city, 
which has been hit about as hard as any manufacturing 
center—a selling campaign on so-called “luxuries,” if 
you please; a selling campaign that created business 
more than twice as large as that of a year ago when 
money was plentiful and when everybody spent money 
like drunken sailors. 


When a man can double a good month’s business 
and make that one hundred per cent increase in the 
face of general conditions which everybody admits are 
far from satisfactory, he must know a little about the 
science of selling goods, and what he says about his 
methods is, therefore, of more than ordinary interest, 


This is what Mr. Stewart told us: 

“The successful advertising of electrical household 
appliances is based upon five points: 

“1. To be thoroughly acquainted with your mer- 
chandise. 
“2. To be completely ‘sold’ on your merchandise, 
that is, to have confidence in it. 

“3. To know the class of people you want to reach 
and the mediums which will reach them. 

“4. To be able to talk to your customers in their 
language—not using unknown, technical expressions. 

“5. To give your customers ‘reason why’ copy in- 
stead of pretty sounding phrases which create no sales 
impression on their minds. 

“The Gross Hardware & Supply Company has been 
accused of being the greatest retail hardware adver- 
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tiser in the world. We will neither affirm nor deny 
the accusation. Nevertheless, we do admit we adver- 
tise and are mighty glad of it. 


“Why are we glad of it? Listen to this: During the 








And Ssieniens Is 





Monday - Washday 





Have the APEX Electric Washer 
( Do Your Washing Free Your Next Washday 


Your washing done at your home any 
time you specify. You are under 
pense or obligation whatsoever. Be sure 
you tear out and mail the coupon below. 
We taka this aniique method of introdpeing this wonderful APEX Washing 


to your home for we are confident that you will find a satisfaction 
had The osei tub is made of 





















Five- Column Newspaper Advertisement Featuring Advan- 
tages of Apex Electric Washer and Ironer, Published 
by the Phillip Gross Hardware & Supply Company, 
Milwaukee, Wisconsin. 


month of January when factories were running on one- 
third time, if at all; when everybody yelled hard times 
and poor business; when nearly everyone’s pockets 
bulged with ‘squeezed eagles,’ what did we do? 

“We sold electrical appliances. Well how many? 
We sold over double the amount of the previous Jan- 
uary when money came easy and went easier. How 
did we do it? A simple matter: 

“1. Cooperation. 

“2. Having the best lines to offer. 

“3. Advertising. 

“There was complete cooperation between the de- 
partment sales manager, the sales force and the ad- 
vertising department which creates ideas and carries 
them out. 

“We admit we have the best line of appliances. The 
unexcelled Apex Electric Washer—we have sold over 
8,500 in Milwaukee homes—the Apex Ironer which 
is at the peak of ironer perfection, and the Hugro 
Electric Vacuum Cleaner which we claim will be the 
vacuum cleaner of all within two years. Why? Be- 
cause it does all that other high grade cleaners do and 
does it in about 15 per cent less time. In addition, it 


has a soft camel’s hair, motor driven, brush which 
cleans and brightens the rug with least amount of wear. 

“Daily conferences between the department sales 
manager and the advertising department were held. 
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Every “bug” was ironed out as it came up—preventing 
any hitch in the carrying out of plans. 

“The advertising campaign was carefully planned 
in advance. Each ad had a particular sales appeal. 
Each carried a story in picture form. Each told the 
full story of the Apex Washer and Ironer. Special 
booklets, pamphlets and envelopes stuffers were pre- 
pared by the advertising department. 

“Our animated window display illustrated the old 
fashioned wash day in contrast with the modern wash 
day. In fact, every avenue possible was covered and 
we know every man and woman in Milwaukee today 
knows of the Apex Laundry team and the Hugro 
Vacuum cleaner. The Hugro Vacuum Cleaner adver- 
tising was kept separated. The strong appeal was on 
the Apex Laundry Team—one which ‘pulls’ well to- 


Your Vision of an Easy 
Washday 


Make Your Fondest 
Dreams Come True 







PAWNS 


oahu neneesl 


An APEX Electric Washer | 


A demonstration of the APEX 
Washer in your home will convince - 
you quickly of its superior merits. 
Make arrangements with our Elec- 
trical Appliance Department to dem- 
cnstrate the ease and ‘perfection of 
the APEX in your home next wash- 








—with its all copper oscillating tub 
and its reversible swinging wringer 
will do your family wash in a sur- 
prisingly short while. No more hours 
‘of rubbing and scrubbing your life 
away over the old tub. Revolutionize 
your life—find more time for the 
family and for recreation. 


See the New APEX 


—and you will realize that the APEX of Ironer 
perfection has been reached. Note the sim- 
plicity of operation ;-the open end roll for iron- 
ing shirt bands, cuffs and the like; the center 
foot control; the convenient release bar under 
} the feed board; the welded iron roll which will 
not warp as do the wooden rolls. These fea- 
tures and many others we will gladly demon- 
strate to you. 


APEX Appliances Sold on Easy Payments 


No home should be without this medern equipmient—especially so 
when we will make the terms as reasonable as possible. We -will 
gladly explain the details of our payment proposition if you but _ 
the word. If there is a price reduction before July 1, 1921, we will 
refund you the difference. Why delay longer? 











| 
day. A demonstration is as near as | 
your telephone. Do it—no charge. *. |} 
















Three-Column Newspaper Advertisement Published by the 
Phillip Gross Hardware & Supply Company, Milwau- 
kee, Wisconsin, Featuring the Merits of the Apex 
Electric Washer and Ironer. 


gether. Copies of various advertisements are shown 
here. 
“Thus by getting our shoulders to the wheel and by 


closely coordinating the various factors which make a 
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strong sales appeal we have been able to put over the 
greatest month in the history of our Electrical Appli- 
ance Department. 

“And people talk hard times—it’s bunk—advertise 
and: you'll have plenty of business.” 

Yea, you say—that fellow Stewart sure knows how 
to blow his own horn. He does—and incidentally, he 
knows what he is talking about while he does the 
blowing. 

You tell me that he isn’t “sold’’ on Apex Electric 
Washers. 

You tell me that the sales people in the Electric Ap- 
pliance Department aren’t “sold” on Apex Electric 
Washers. 

You tell me that the fellow who set up those news- 
paper advertisements isn’t “sold” on Apex Electric 
Washers. 

You tell me that the window trimmer who arranged 
that window display isn’t “sold” on Apex Electric 
Washers. 

No—Brother Stewart didn’t know anything about 
selling washing machines, nor did he know anything 
about inducing people to come to the store of the 
Phillip Gross Hardware & Supply Company and put 
down their hard earned money in order to secure an 
Apex Electric Washer. 

No—he didn’t know anything about the difficulties 
that he had to overcome. He didn’t know that one 
out of every three mechanics in Milwaukee was out 
of a job. . 

No—he didn't know that “business was poor’ and 
“that people simply wouldn’t spend money for any- 
thing except bare necessities.” 

The fact is, that Brother Stewart knew that many 
men were out of work. He knew that it required extra 
effort to induce people to spend money for articles 
that one could do without. 

But—that didn’t stop him—nor did it stop the man- 
agement of the Company from making that extra 
effort. 

And the result was that January, 1921, showed sales 
of electrical appliances more than twice as large as 
January, 1920, when times were good and when money 
was being spent freely for articles that might be classed 
as non-essentials, but which really belong in the group 
of labor-saving appliances. 

Isn't it worth while for you, Mr. Retail Hardware 
Dealer, to change your notion that 1921 is going to be 
a poor business year? 

1921 will reward fighters! 

Get into your fighting clothes! 





Incorporates to Make Hardware. 


The Viking Specialty Company of Worcester, Mas- 
sachusetts, has been incorporated under the laws of 
Massachusetts with a capital stock of $10,000 to man- 
ufacture hardware and tools. The incorporators, di- 
rectors, and officers are: President, Willis R. Smith, 
Auburn; Treasurer, William E. Gifford; Clerk, Fred- 
erick A. Nelson. The company is looking for a loca- 
tion. 
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Teach Your Customers How to 
Clean Steel Knives. 


The more service you give your customers in con- 
nection with the goods they buy in your store, the more 
good will you gain. 

For example, in the matter of proper care of steel 
knives and carving sets, you can enhance the value of 
the articles by explaining to the purchaser how to pre- 
vent tarnishing of the blades by the right method of 
cleaning them. 

The so-called tarnishing of steel knives is the result 
as much of the wrong method of cleaning as it is of 
a chemical decomposition of the surface of the blade, 
according to official advice from the American Cutlery 
Bureau of Information. 

A badly polished steel knife will show more easily 
the effect of tarnishing than will one that has been 
well cleaned and polished before use. 


Experience in fact has proven that the best polished 
American steel knives, made of high class steel, are 
less inclined to tarnish than those of inferior quality. 

All tarnishing of steel knives can be avoided if the 
knives are cleaned immediately after use. 

The chemical action of the acids which causes tar- 
nishing requires a certain time to accomplish its pur- 
pose and the quicker it is interrupted the better it is 
for the future use of the knife. 

Do not leave steel knives lying uncleaned over night. 
Rinse the blade carefully in hot water after use and 
wipe it dry with a clean cloth. This will destroy the 
acids. If there is time polish the blade with a fine 
powder polish. 

The polish upon the blade of a good steel knife is 
produced by very rapid friction which makes the sur- 
face of the blade absolutely smooth until it shines as 
does the polish on high class furniture or glass. 

Acids destroy the smoothness of the surface and eat 
not only into the polish but create small indentures in 
which food will decompose and help to make the tar- 
nishing of the blade permanent. 

Many machines and appliances for polishing knives 
are sold. The best to use, however, is an ordinary bot- 
tle cork and some fine polishing powder. 

No appliance can replace the sensitiveness of the 
hand and a few rubbings with the cork will not only 
remove all the uncleanliness from the blade but also 
renew the polish which is its natural protector. Be- 
fore polishing rinse the blade thoroughly with warm 
water and dry it. 

After polishing a renewed rinsing and careful dry- 
ing will remove the remains of the polishing powder. 





Hardware Firm Gets Charter. 

The Albert Company, Newark, New Jersey, has 
been incorporated to manufacture hardware. The 
capital stock is $10,000. The incorporators are Nathan 
H. Bergerm, S. N, Search, and others. 





He who gives advice to a self-conceited man stands 
himself in need of counsel from another.—Sadi. 





Laboring toward distant aims sets the mind in a 
higher key, and puts us at our best.—Parkhurst. 





Good Ideas for Window Display 


Practical Lessons from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 
How to Get More Passers-By to Come into Your Store. 





WINDOW EXHIBIT GAINS SECOND 
PRIZE IN COMPETITION. 


The Puritans of New England probably had no bet- 
ter appetite for turkey as a means of sustenance and 
a medium of thanksgiving than the upstanding folk of 
Montana of the present day. 

In one respect at least they are widely separated from 
the American of the twentieth century. 

The sternness of their environment and the restric- 
tions of their creed prevented them from giving ex- 
pression or yielding to the allurement of art impulses. 





ered by the judges of the AMERICAN ARTISAN -AND 
HARDWARE Recorp Window Display Competition to 
be worthy of the second cash prize. 

It was designed and put in piace by M. G. Cottier, 
for Murphy-Maclay Hardware Company, Great Falls, 
Montana. 

One way of testing such a display is to analyze the 
essential values of the decorative appeal. 

Take the carving sets, roasters, coffee, percolators, 
and other goods in the arrangement and separate them 


from all ornamental support. 








Holiday’ Window Exhibit Arranged by M. G. Cottier for Murphy-Maclay Hardware Company, Great Falls, Montana, 
Awarded Second Prize in AMERICAN ARTISAN AND HARDWARE RECORD Window Display Competition. 


Few things show more luminously the vast strides 
of our people in culture and commerce since the days 
of the colonies than the decorative features of merchan- 
dising as exemplified, for instance, in the window dis- 
play shown in the accompanying illustration. 

It is more than an ordinary Thanksgiving window 
exhibit. It is a story with the elements of emotional 
appeal adroitly suggested in the composition. 

At no point of observation, however, is the appeal 
of the display divorced from its material accessories. 

This exhibit so successfully presents the desirability 
of the commodities shown in the window with a holi- 
day significance of thanksgiving that it was consid- 


Place them upon bare boards. Remove the contrast 
of color and the accentuation of background. 

The result will be merely an uninteresting collection 
of things without any selling significance. 

There is a saying current in many parts of the coun- 
try that “We eat with our eyes.” 

This is borne out by the great variety and number 
of articles in household journals, showing how to make 
the dining table attractive, how to get color effects 
and garnishments of common articles of food—all with 
the purpose of giving touches of daintiness that in- 
crease the esthetic pleasures of the table. 

The window exhibit under discussion was designed 
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with these facts, impressions, and experiences in mind. 

Instead of possessing merely one avenue of approach 
to the prospective buyer, it had a series of radial roads 
as from a circumference to a fixed center. It touched 
the primal desire for food as well as the wish for re- 
finement and comfort. 

Naturally, therefore, 
proportion to these forces and the Company made a 
great many more sales than during previous Thanks- 


its commercial results are in 


giving seasons. 

Mr. Cottier, who designed this window display, de- 
scribes it as follows: 

“This was a Thanksgiving display, and goods dis- 
played were such as are sold for this occasion. 

“The background was made of wall board, 
the decorations being artificial vines 


tinted 


to a cream color, 
in green, 

“The center ring in the background was made of 
wall board, and was placed about ten inches in front 
of the main background. The letters in words ‘Thanks- 
were cut out of the wall board and 


giving Greetings’ 
being illuminated from 


covered with red tissue paper, 
the rear with a series of electric globes. 

“The scene in the center background is not a paint- 
ing, but a miniature scene made out of plaster paris, 
wood, etc., and tinted to appropriate colors. The win- 
dows in the house in this scene were illuminated by 
a small electric globe. 

‘There was also a moon in the sky of the back- 
ground, which was softly illuminated by a small elec- 
tric globe, placed in the rear. (This feature does not 
appear clearly in the photo.) 

“The larger pieces of the goods displayed were 
decorated with artificial flowers, such as roses, chrys- 
anthemums, etc., giving color to the display, which as 
a whole was very attractive.” 


Hardware District of Chicago 
Undergoes Expansion. 

It doesn’t require the memory of the oldest inhabitant 
to locate the time when Lake Street in Chicago held 
all of the wholesaling or distribution of hardware. 

Hibbard, sartlett & Company were first 
to break bounds when they South Water 


Spencer, 
moved to 
Street. 

Rehm Hardware Company has conducted a_suc- 
cessful business where they had better facilities on the 
southwest side 

Henry Disston & Sons have been on the west side 
for some time and the Stanley Rule & Level Company 
have leased quarters on the north side. 

The H. W. Beegle Company, formerly 
Lake and for the last ten years at 62 East Lake Street, 
will move to new quarters at Kinzie and Keeler be- 
fore May Ist. Mr. Beegle is interested in a factory 


on West 


at that location. 

Office and stock rooms will be had in this factory 
pending erection of a new building which is expected 
to be completed before snow flies this fall. 

The prime incentive with the H. W. Beegle Com- 
pany leaving the loop was the increasing cost of han- 
dling merchandise because of the heavy congestion. 

The Geo. H. Bishop & Company and the Griffith 
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Tool Works, whose local stocks are cared for by the 
H. W. Beegle Company, will be handled from the same 
warehouse. The trade and each local dealer individ- 
ually will be advised later as to telephone number, loca- 
etc., as soon as offices are moved. 


Beegle stated that 


tion, 

In commenting on this move Mr. 
he would now properly appreciate the Hardware Club 
as headquarters in the loop. 

It will be remembered that Mr. 
secretary of the Hardware Club and quite active in 
its promotion when it required strong faith and vision 
to see the sain that have since been realized. 


Beegle was the first 


Looks for Good ten Trade 
in Paint Materials. 

While the jobbing demand for mixed paints is show- 
ing some improvement and a good spring trade is an- 
ticipated on account of the proposed building activity 
actual trading in paint materials is still confined to 
small lots to cover current wants. 

In some lines more confidence is shown, however, 
and as soon as readjustment is over an improved de- 
mand is looked for. 

The lead pigments are moving along under a rou- 
blane fixe is barely 
steady under a small inquiry the offerings 
are plentiful the buying interest appears 


tine demand at unchanged prices, 
and while 
of barytes 
to be increasing. 

Producers of lithopone report a much better de- 
mand. 

While trading in dry colors is still confined to small 
coming in with a little more freedom 


lots, orders are 


in some quarters. 
At the same 
going on as the result of keen competition. 
Small lot business still predominates in varnish 


time there is still some price cutting 


gums, but there is no accumulation of supplies, im- 
porters are not contracting for fresh supplies and it is 
believed that any sudden demand would cause a sharp 
upward revision of senead 


Registers Twist Drill Trade 

Mark in Patent Office. 

Twist Drill and Tool Detroit, 

has procured United States Patent Office 
registration, under number 


SPEEDRI a 130,846, for the trade-mark 


National Company, 


Michigan, 


herewith reproduced. The 
particular description of 
goods to which it is applied is twist drills. Applica- 


tion for registration was filed September 4, 1920, and 
the company claims use of it since mn 1919. 


Who Can F ail iia for 
Pacific Food Chopper No. 100. 


To AMERICAN ARTISAN AND HARDWARE REcorRD: 
We would like to know who makes the Pacific Food 
Chopper Number 100, or who can furnish repair parts 
for this make of food chopper ? 
Very truly yours, 
Oconto CoMPANY. 


Oconto, Wisconsin, March 3, 1921. 
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Recommends Zinc Paints. 

Hardware dealers can assist property owners to 
improve the appearance of homes and other buildings 
by recommending the use of from 30 to 50 per cent 
of zinc oxide in the paint pigment. 

Paint which includes the proper proportion of zinc 
in' the pigment mixture better finds its way into the 
pores of the surface, and thus affords excellent pro- 
tection against deterioration. 





Trade-Mark for Safety Razors 


Is Registered. 

Under number 136,870 United States Patent Office 
registration has been granted to the Bestyet Razor 
Company, Incorporated, 
Tampa, Florida, for the trade- 
mark depicted herewith. The 
particular description of goods 
to which it is applied is safety 
razors. The Company claims 
use of this trade-mark since September 3, 1920. 


136,870. 





Prominent Hardware Merchant 


Passes Away. 

One of the well known and highly esteemed hard- 
ware merchants of Hannibal, Missouri, was George S. 
Parker who died February 24th in Clearwater, Florida. 

Mr. Parker was born in Dunkirk, New York, No- 
vember 25, 1859. Upon reaching manhood, he entered 
the hardware business at Athens, Pennsylvania, later 
removing to Independence, Missouri, from where he 
came to Hannibal early in 1913, having purchased the 
hardware store of the late J. O. Farmer, 208 North 
Main Street. 

During his business career in Hannibal, Mr. Parker 
made many friends by his courteous and impartial 
treatment and scrupulously honest business methods. 
He was a man of exemplary habits and genial disposi- 
tion and was held in the highest esteem by people in 
his city and community. 

His wife, Mrs. Carolyn B. Parker, with other rela- 
tives, survive him. A brother, Robert Parker, is a 
famous singer of London, England. 

Mr. Parker was an active member of First Meth- 
odist Church, for several years being a member of the 
official board, of which he was one of the financial 
secretaries until a short time before going south, when 
he resigned. 

He was prominent in Masonic circles of Hannibal, 
belonging to Hannibal Chapter, No. 188, A. F. and 
A. M.; Hannibal Chapter, No. 7, R. A. M.; Excalibar 











Your attention is directed to 
an exclusive feature of AMERICAN 
Artisan AND Harpware Recorp. 
It has the distinction of bein 
the only publication whic 
gives Western hardware and 
metal prices corrected weekly. 
You will find these prices on 
pages 36 to 41 inclusive. 
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Commandery, No. 5, Knights Templer; Moolah Tem- 
pl, A. A. O. M. M. S., and Hannibal Shrine Club. 
Fie was also affiliated with the Hannibal Chamber of 
Commerce and Hannibal Rotary Club and was very 
active in the work of both organizations. 





Coming Conventions. 


Master Sheet Metal Contractors’ Association of Wis- 
consin, Republican House, Milwaukee, Wisconsin, March 17 
and 18, 1921. C. W. Pansch, Secretary, Ontario and Bridge 
Streets, Racine, Wisconsin. 

Iowa Sheet Metal Contractors’ Association, Savery 
Hotel, Des Moines, Iowa, March 23, 1921. R. E. Pauley, 
Secretary, Mason City, lowa. 

Sheet Metal Contractors’ Association of Illinois, Quincy, 
Illinois, April 6 and 7, 1921. Frank I. Eynatten, Secretary, 
1317 South Washington street, Peoria, Illinois. 

National Warm Air Heating and Ventilating Association, 
Cleveland, Ohio, May 23 and 24, 1921. Allen W. Williams, 
Secretary, Columbia Building, Columbus, Ohio. 

Western Warm Air Furnace and Supply Association, 
Sioux City, Iowa, May, 1921. John M. Hussie, Secretary, 
Omaha, Nebraska. 

Panhandle Hardware and Implement Association, Am- 
arillo, Texas, May 8, 9 and 10, 1921. C. L. Thompson, Sec- 
retary-Treasurer, Canyon, Texas. 

Hardware Association of the Carolinas, Charlotte, North 

Carolina, May 10, 11, 12 and 13, 1921. T. W. Dixon, Secre- 
tary-Treasurer, Charlotte, North Carolina. 
_ Southeastern Retail Hardware and Implement Associa- 
tion (composed of Alabama, Florida, Georgia and Tennes- 
see), Atlanta, Georgia, May 17, 18, 19 and 20, 1921. Walter 
Harlan, Secretary, 701 Grand Theater Building, Atlanta, 
Georgia. 

Mississippi Retail Hardware and Implement Association, 
Great Southern Hotel, Gulfport, Mississippi, June 14, 15, and 
16, 1921. E. R. Gross, Secretary, Agricultural College, Mis- 
sissippi. 

Sheet Metal Contractors’ Association of Ohio, Hotel 
Gibbons, —— Ohio, July 19, 20, and 21, 19%). William 





J. Kaiser. Secretary, 123 East Chestnut Street, Columbus. 
Ohio. 
Retail Hardware Doings. 

California. 


Bert F. Wells and J. E. Hanna, formerly of Oskaloosa, 
Iowa, have purchased a hardware, furniture and plumbing 
business at Ontario, California. They have secured “Jim” 
Porter, formerly of the Redman-Porter hardware establish- 
ment of Oskaloosa, as salesman. The name of the new firm 


is Wells and Hanna. 
Illinois, 


The Red E Hardware store at Sparta has been pur- 
chased by J. Y. Stotlar and Karl Federer, both of Carbon- 
dale, ard Mr. Federer will manage the business. 

New York Engineering and Magneto Exchange, 2241 
Cottage Grove Avenue, Chicago, has been incorporated with 
a capital of $10,000 to manufacture and deal in hardware 
specialties, 1.achinery, engineering, vehicles, etc. Incorpora- 
tors are: Agnes Arch, Stephen Arch, Louis Nagy, Joseph 
Arch and Isador H. Hecht. 

Minnesota. 

The Boltz hardware stock at Barnesville has been pur- 
chosed by Otto Baarsgaard who will conduct the business 
as Baarsgaard’s Hardware. 

The hardware stock of Louie R. Ochs has been sold to 
H. E. Egge of Albert Lea. 

Otto Brothers of Sauk Centre have rented the R. L. 
Smith building and expect to put in a hardware store there. 

Arthur Harter has purchased the local hardware store 
at Minneiska from Fred Hartman, Jr. 

Nebraska. 


H. J. Billerbeck has sold his hardware and implement 
store at Osmond to John Albertson of Pender. 
North Carolina. 
L. C. Renigar, formerly connected with the Townsend 
Buggy Company, has purchased the interest of J. R. Walker 
and Paul C. Walker in the Walker Hardware Company at 


Winston-Salem. 
South Dakota. 

The Mitchell Company are establishing one of their 
hardware stores in the building formerly occupied by the 
Hoisington Dry Goods Company at 419 South Main Street, 
Aberdeen. i 

Washington. 

H. A. Birdwell has sold his stock of hardware and build- 

ing to H. E. Brown of Eltopia. 














25 


Advertising Help and Comment 


Send Us Copies of Your Advertisements. 


Let Us Help 


You Get Bigger Results by Advice and Suggestions. The 
Don’t Hesitate to Take Advantage of It. 


Service Is Free. 


Experience has proved the ad- 
vantage, from a selling point of 
view, of illustrations which convey 
the idea of action. 

There is always more persuasive- 
ness in a picture which enables the 
prospective customer to visualize 
the use of the thing advertised. 

Therefore, it is not difficult to 
perceive the selling power of the 
advertisement of the Colton Com- 








Women who have investigated most fully appreciate 
the advantages of A-B Combination Ranges—and 
here fs an opportunity to buy a splendid number at 
a decided saving. 


Early buyers will be able to choose,from several 
Ranges in this style—exceptionally desirable in every 


way—ranges for which you would expect:to pay 


much more—we are 4 
reducing stocks and 

have marked a few 

in one of our most 

popular combination 

styles to sell, at .. . 


A-B Ranges at Low Prices 
For those who wish to secure an A-B Range with its 
many modern features at a low price, 
we have chosen for immediate selling ° 
one of our popular models and mark- 
ed the tickets to read only......... 
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pany reproduced herewith from the 
Des Moines Capital, Des Moines, 
lowa. 

The combination range __ illus- 
trated at the top of the copy is pre- 
sented in such a way as to bring out 
clearly the two-fuel feature of the 
stove. 

Second in prominence to illustra- 
tion is the price quotation in bold 
figures. 

The text is arranged in such a 
way as to leave plenty of margin 












and a generous emphasis of white 
space. 

There is no doubt of the effective- 
ness of this layout. The eye is not 
bombarded with a multiplicity of 
details. 

A single idea is offered. Its set- 
ting is simple and free from need- 
less words. 

All this makes for easy reading. 

When reading is easy, less effort 
is required to grasp the message 
of the advertisement. 

x* * * 


An impression of sincerity and 
friendly interest is derived from the 
advertisement of Roe-O’Connor- 
Gordon, which is herewith repro- 
duced from Courier Journal, Louis- 
ville, Kentucky. 

The message of the text is direct 
and urgent without being too in- 
sistent. 

This is a general advertisement 
in the sense that it is a talk on the 
entire line of sporting goods. 

It has for its purpose the awaken- 
ing of desire and the stirring of 
imagination to the point of action. 

ing at the right price. 


es 
C Get the Best Out of 
Old Man Winter ; 
Enjoy his spotts to the fullest. Be prepared so it 
will be a pleasure. You can't skate without 
skates. You can’t keep warm without clothes. Be 
active in sports; keep healthy. 
Basketball | 
yy 
’ 
ROE-O’CONNOR-GORDON | 
“The Snappy Store” 
2 Fourth Street At Broadway. Fé) 
It is not within the scope of this 
kind of copy to mention specific 
commodities with prices. 
No doubt, the advertiser followed 
up this copy with advertisements 
of particular goods in the sporting 


is in full sewing. We 
have a wonderful as- 
sortment of Shirts 
and Uniforms to se- 
lect from. Make & 
your team look 
classy. 


Baseball 
players and man- 
agers, it is now time & 
to ple for your 


SA 


team. . .t us figure 
with you on your 
uniforms and sup- 
plies. We've got the 
goods, there's noth- 
ing else to it. Wilson's line. 


RS—that's the word—Sweaters at re- 


Kedaks and Films, G i 
Supplies, in fact, everything in the epost fina, ond 





line with quality and price explana- 
tions. 

The border of the advertisement 
is attractive and is harmoniously 
related to the illustration and word- 
ing. 

- * . 

The original of the advertise- 
ment of the Sutcliffe Company, re- 
produced herewith, occupied a 
space six inches long by two col- 










Get Your 


REVOLVER 
At Sutcliffe’s 


Protect your life and property with a “gun” that will 
discourage crime. Be sure it comes from Sutcliffe's. 


REVOLVERS AT SPECIAL LOW PRICES! ‘ 


H. & R. Double-action Revolver .......... ..8 6.00 
H, & R. with Automatic Ejector .......... . $10.00 
Colt’s Automatic Pistols ..... $20.50 and $25.00 


Colt’s Pocket Revolvers ...........060055 . $30.00 
Police and Army Model ......... $31.00 and $34.00 
Savage Automatic .......06see-sseeceees $25.00 
Smith & Wesson, Military and Police ....... $34.50 


SUTCLIFFE ©. 


BRANCH STORE ' STARKS BLDG” 











umns wide in the Courier Journal, 
Louisville, Kentucky. 

It was, therefore, big enough to 
attention among the 
advertise- 


command 
multiplicity of other 
ments. 

The illustration at the top of the 
copy is clean-cut and the first three 
lines stand out boldly and invit- 
ingly. 

A whole volume of selling argu- 
ment is compressed into the sen- 
tence which follows, namely: 

“Protect your life and property 
with a ‘gun’ that will discourage 
crime. Be sure it comes from Sut- 
cliffe’s.” 

The straightforward naming of 
prices in connection with each class 
of revolvers listed gives the basis 
for confidence in the offer of “‘Spe- 
cial low prices.” 

There is plenty of white space to 
afford emphasis to the wording of 
the advertisement. 
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Warm Air Heating and Ventilating 


Better Installations. 


How to Sell More Warm Air Heaters. 


Reports of Progress in Warm Air Heater Research Work. 


Ventilating Factories, 


Garages, 


Theaters, and Houses. 





W. E. LAMNECK COMPANY WILL 
DISTRIBUTE FOX FURNACES. 


Being accustomed to the successful carrying out of 
operations on a big scale, the W. E. Lamneck Com- 
pany, Columbus, Ohio, has 


confidently assumed the 
task of distributing Fox 


furnaces in Ohio, Pennsy!- 
vania, Michigan, Indiana, 
Kentucky, and West Vir- 
ginia. 

The Fox Furnace Com- 
pany, Elyria, Ohio, has in- 
stalled in its factory mod- 
ern molding machinery at 
an expense of $1,000,000. 

This will enable the com- 
pany to produce sixty thou- 
sand furnaces this year— 
the greatest output of any 
factory in America. 

The W. E. Lamneck 
Company had an attractive 
booth at the recent conven- 
tion of the Ohio Hardware 
Association at Columbus, 
Ohio, and made many new friends for their line of 
Simplified Furnace Fittings. 

Effective March 4th, the W. E. Lamneck Company 
announces that its base discount on furnace pipe and 
fittings will be 40 per cent from the standard lists 
shown in the Company’s No. 2 Catalog. New discount 
sheets will be issued in the next few days, covering all 
accessories as well as this change of price. 





Approves Furnace Installation 
Ideas of A. J. Bridges. 

On page 26 of the March 5, 
AMERICAN ARTISAN AND HARDWARE REcoRD appears 
a letter from A. J. Bridges of Bedford, Iowa, in which 
he offers a different plan for a Haynes-Langenberg 
installation from. the one illustrated in our issue of 
February 19, 1921, page 40. 

We are privileged to reproduce herewith for the 
general good of the trade, the letter which the Haynes- 
Langenberg Manufacturing Company, St. Louis, Mis- 
souri, wrote to Mr. Bridges about the installation in 
question : 

“Mr. A. J. Bridges, 
3edford, Iowa. 
“Dear Sir: 

“It is a pleasure to read your letter of February 28th 
published in the AMERICAN ARTISAN of March sth. 

“We agree with you that your plan is a very good 


192I issue of 


one, and probably in some respects the better of the 
two. One of the difficulties we had to meet, however, 
was the absolute objection on the part of the owner to 
wal! or baseboard registers, also to his objection to the 
cold air return from any place but the hall. 





The Lamneck Booth at the Recent Ohio Hardware Con vention in Columbus, Ohio. 


“Like you, of course, we try to persuade the owner 
to have the furnace installed the best way, regardless 
of any preference on his part, but you realize of course 
that sometimes it is necessary to yield on small points 
where the efficiency of the system is not reduced. 

“We feel confident that your plan of installation 
would give perfect satisfaction. We happen to know 
that ours did and is still doing so. 

“It is certainly a pleasure to see the intelligent fur- 
nace dealers taking part in these discussions and we 
anticipate that nothing but good can come from them. 
MANUFACTURING Co.” 
1921. 


“HAYNES-LANGENBERG 
St. Louis, Missouri, March 8, 


Globe Stove & Range Company 
Issues New Catalog. 

Bearing the clever slogan, “A House Full of Clean 
Heat at Little Cost,” the new catalog of Globe fur- 
naces, just issued by the Globe Stove and Range Com- 
pany, Kokomo, Indiana, is well written and persua- 
sively illustrated. 

The descriptions of the furnaces and their various 
parts are clear and convincing. In addition to pipe 
and pipeless furnaces, the catalog contains details con- 
cerning the Globe Room Heater and the Globe School 
Room Heater. Copies this new catalog Number 40 
may be had upon application to the Globe Stove and 
Range Company, Kokomo, Indiana. 
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Names Some Abuses of the 
Trade Acceptance. 

The Trade Acceptance Council has had brought to 
its attention numerous instances of alleged abuses of 
the trade acceptance, often in a way to suggest that 
the form and character of the instrument readily lend 
themselves to the development of improper commercial 
practices. 

As an exactly contrary view is held by the advocates 
of the trade acceptance and this Council, pains have 
been taken to analyze the abuses referred to, with the 
result that we may say that practically the only mis- 
uses that have come to our attention have been the 
tendencies on the part of some merchants, jobbers and 
distributors to request delinquent debtors to settle their 
overdue accounts by accepting trade acceptance drafts, 
and a tendency on the part of some merchants to take 
a new bill in trade acceptance form in renewal for one 
maturing. 

The trade acceptance should never be renewed, either 
with or without interest, but if an extension of the 
credit is given, it should be in the form of a promis- 
sory note with interest. 

So far as we have learned, however, these practices 
have been largely, if not entirely, confined to houses 
of minor importance, and they were possibly not sur- 
prising in view of the period of credit strain which was 
endured last summer and autumn, particularly in the 
textile lines, regarding which the complaints were most 
general, and the ignorance or lack of appreciation 
among the smaller and less well-informed commercial 
concerns as to the proper use of the trade acceptance. 
A flabbiness of commercial moral fibre may also have 
been a contributing cause. 

Criticism has also been heard of the trade acceptance 
with regard to its use in more or less speculative opera- 
tions in goods between jobbers and middlemen, many 
of whom injected themselves into the textile markets 
during the period of ascending prices, of silks particu- 
larly, but other textile lines as well. 

The Council has been informed that speculators were 
prone to buy goods on trade acceptance terms which 
they would resell on similar terms and that the same 
goods would rotate by sale and resale among this class 
of speculative traders with a trade acceptance being 
issued in each case, so that before the maturity of the 
bill issued in the first sale, there might be several bills 
created in respect of new speculative transactions in 
the same goods, and offered for discount to the local 
banks of the traders, and in some cases, these were 
discounted. 

The Council submits that the very nature of this 
trade was disclosed by the trade acceptances which is- 
sued in it, and that these instruments, better than any 
other form of commercial paper in general use, would 
disclose to the banker requested to negotiate them, the 
character of the trade, as certainly a trained banker is 
sufficiently warned when he is offered paper drawn by 
jobber on jobber or trader on trader, and by the multi- 
plication of such offerings, that the underlying goods 
are not moving in the usual and approved channels of 
distribution but such disclosure would not have been 
made to the banker had the trades been conducted on 
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credits in open book account or cash sales financed by 
single name borrowing. 

The careful practice of foreign bankers in scrutiniz- 
ing trade bills offered for discount and taken for col- 
lection, with the view to disclosing just such unusual 
conditions of trade, either generally or with respect to 
particular houses, that prompt corrective measures may 
be taken, can not be too strongly recommended to our 
own banking community. 





International Heater Company 
Holds Sales Convention. 


A spirit of optimism prevailed at the annual sales 
convention of the International Heater Company, 
Uitica, New York, held February 14th to 17th, in the 
Assembly Room of the Company’s main office. 

The optimism was inspired by the prospects for 
greatly increased business which promises to tax the 
manufacturing capacity of the Company, even with 
the large plant additions recently made. 


Dissolves Partnership. 

The partnership existing between George Guettler, 
Moses and Dan Dusseau, which was known as George 
Guettler and Company, has dissolved by mutual con- 


sent. The firm deals in furnaces at Monroe, Michigan. 


The Thermometer Is Guide to 
Use of Fuel in Home. 


The thermometer is the home fuel-using guide, and 


it is to the coal conserver what the speedometer is to 
the auto driver. In other words, it indicates your 
speed in your coal consumption and is therefore one 
of the most indispensable furnishings of home and 
office. 
for its absence, as the price for a fairly reliable instru- 
ment for indoor use is well within the limit of every- 
body's pocketbook. 

The human body is a very unreliable instrument to 
depend upon for judging such subtle things as the tem- 


Ignorance or negligence seems to be the excuse 


perature of rooms. 

Fhe limits of range in temperature within which 
living rooms can be kept in comfortable conditions are 
very narrow, as few people with ordinary clothing on 
can be comfortable in a room where the temperature is 
above 75 or below 65 degrees; so that a range or varia- 
tion of more than ten degrees results in a room becom- 
ing either too warm or too cold. The proper temper- 
ature in a living room where one is sitting is from 68 
to 70 degrees, but if one is moving about it should be 
lowered to about 62 or 64. 

As stated above, it is useless to attempt to judge 
the temperature without a thermometer, because human 
bodies are subject to varying vicissitudes and may fee) 
at times comfortable in a temperature of 80 with an 
atmosphere drier than a desert and not be aware that 
they are continually breathing perhaps germ-laden, viti- 
ated and overdried air into the most vital organs of 
the body. 





All truth is an achievement. If you would have 


truth at its full value, go win it— Munger. 











Practical Helps for Tinsmiths 


No Two Jobs Are Exactly Alike. 


Therefore, the Sheet 


Metal Worker Has to Meet Each Difficulty as It Comes. 


Send Your Problems to Us. 


Let Our Experts Help You. 





PATTERNS FOR 15 DEGREE 


TEE BRANCH. 

By O. W. Kothe, Principal St. Louis Technical Institute 
and Instructor in the David Rankin, Jr., School of Mechanical 
Trades, St. Louis, Missouri. Written especially for American 
Artisan and Hardware Record. 

Replying to the inquiry of Mr. Chas. F. Scott of 
Memphis, Texas, for tee pattern placed on a 15 de- 
gree, the following method is followed: 

First draw the end view, making the large circle 


Next draw the branch of side elevation, so the center 
line is 15 degrees from the horizontal center line. 

Then describe section C to the same diameter as B 
with all its points, and extend lines parallel with the 
center line of side elevation. 

Where these lines intersect with the horizontal lines 
—that is your intersections for miter line as 1”-2”-3”- 
4”"-5"-6"-7". 

Next observe how this side branch pivots by the 
center lines, and that no matter what the angle of 
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Patterns for 15 Degree Tee Branch. 


equal to the diameter of main pipe. Then from the 
center lines are drawn, with section B in place. 

Observe that this divided in equal parts, and lines 
dropped down to the circle A, gives the distance the 
branch B spreads over on the large pipe, as 1'-2’-3’-4. 

Then by projecting horizontal lines over from each 
of these points, we have the altitudinal points or rises 
between each line. 


branch the intersections take place, and this makes the 
miter line. 

Each different angle will make a different miter, 
but that does not change the method. 

To set out the pattern, pick the girth from section 
C and set off at right angle to center line 4-4” and step 
off the girth as I-1. 

Then draw stretchout lines parallel to 4-4” and from 
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each point in miter line square out lines until they in- 
tersect lines in pattern of similar number as 1’-2’-3'-4’, 
etc. 

Through these points trace your miter cut, and the 
pattern is finished, only laps for seaming or riveting 
and flanging must be allowed extra. 





Illinois Salesmen’s Auxiliary 
Acquires New Members. 

The Secretary of the Traveling Salesmen’s Auxil- 
iary to the Illinois Sheet Metal Contractors’ Associa- 
tion, L. Max Baugh, Galva, Illinois, reports the ad- 
dition of new members to the’ Auxiliary, as follows: 

The Lennox Furnace Company, Marshalltown, 
lowa ; 

The Beckwith Company, Dowagiac, Michigan ; 

The Rudy Furnace Company, Dowagiac, Michigan ; 

Ferdinand Dieckmann Company, Cincinnati, Ohio; 

Tuttle and Bailey Manufacturing Company, New 
York City. 

Secretary Baugh wants all salesmen calling on the 
sheet metal trade of Illinois as well as all manufac- 
turers and jobbers doing business in the state to join 
the Auxiliary. 

The dues are only $5 per year, payable in advance. 





F. Meyer and Brother Company 
Reduces Labor Costs. 


To AMERICAN ARTISAN AND HARDWARE REcoRD: 

We have just reduced the wage scale of our tinners 
from $1.00 to go cents per hour, and as this has been 
done to reduce the price of our products, we believe 
the time has come to get right down to the bottom on 
everything. 

Tin plate and sheets since the first of January have 
declined about 20 per cent. We have reduced labor 
10 per cent which would make a reduction in the costs 
to us on the manufactured goods of about 15 per cent, 
and as we have decided to change our discounts on all 
furnace pipe to 4o per cent off list, you will readily see 
that this is a reduction on all galvanized goods of 33% 
per cent, and on tin plate of about 30 per cent since last 
December, showing that we are assuming a heavy loss 
ourselves. 

Although we do not anticipate that this change in 
prices will bring immediate business, we believe that 
it will have an effect on other lines of building material 
and in this manner help to reduce prices in general. 
New discount sheet will be prepared immediately and 
forwarded to you when done. 

Yours truly, 
F,. Meyer & Bro. Company. 





Iowa Sheet Metal Folks Get 
Ready for Convention. 


With the high standards of achievement already set 
by salesmen’s auxiliaries of Michigan, Indiana, and 
Illinois, the newly formed Jobbers and Salesmen’s 
Auxiliary of the Iowa Sheet Metal Contractors’ Asso- 
ciation is making strenuous efforts to surpass anything 
that has yet been done in the way of entertainment 
for the convention of the Iowa Sheet Metal Contrac- 
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tors’ Association, which is to be held March 22rd at 
Hotel Savory, Des Moines, Iowa. 

In common with the members of other salesmen’s 
auxiliaries, the Iowa sheet metal jobbers and sales- 
men have the big advantage of intimate personal rela- 
tions with most of the men who constitute the Towa 
Sheet Metal Contractors’ Association. 

They know their habits of thought and are, there- 
fore, in a position to arrange the entertainment fea- 
tures of the convention in such a way as to give the 
highest degree of pleasure and satisfaction to their 
guests. 


The program for the evening of the day of the 
convention is to be in charge of the Auxiliary and 
they have so devised it that the entertainment will 
be instructive as well as entertaining. 

The Iowa Auxiliary realizes quite distinctively that 
the men who come to Des Moines for the one day con- 
vention of the Iowa Sheet Metal Contractors’ Asso- 
ciation want to get the utmost values for their busi- 
ness out of the sessions and exchange of ideas. 

Consequently the Auxiliary proposes to do its share 
along these lines in addition to furnishing a welcome 
diversion of entertainment. 





Uses Hammering Process to 
Improve Quality of Sheets. 


Experience in the production of sheets dependable 
for working and wearing qualities enables Follansbee 
Brothers Company, Pittsburgh, Pennsylvania, to im- 
prove the quality of their hammered open hearth gal- 
vanized sheets. 

The improvement has reached a stage of satisfaction 
sufficient to warrant the Company in applying to the 
sheets the name of “Security” brand Hammered Open 
Hearth Galvanized Sheets. 

These sheets are made of rust resisting metal and 
are strictly uniform in gauge so that they can be guar- 
anteed to come within the established weights to which 
sheets for galvanizing are rolled. 


The durability of the new “Security” brand Ham- 
mered Open Hearth Galvanized Sheets is such that 
Follansbee Brothers Company welcome the severest 
tests and suggest that the sheet metal contractors make 
their own experiments in regard to the wearing quality. 

With this object in view the company will furnish 
without charge uncoated sheets of its “Security” brand. 
The object in furnishing the sheets without coating is 
that more prompt results will be shown than were the 
samples coated by being galvanized. 

It is well to know that Follansbee Brothers Company 
assure the trade that all sheets are roller leveled and 
carefully inspected and that no seconds or waster sheets 
are shipped under the “Security” brand. Particulars 
regarding the improved “Security” brand Hammered 
Open Hearth Galvanized Sheets, as well as of its other 
products, can be had by applying to Follansbee 
Brothers, Pittsburgh, Pennsylvania. 





If more merchants would only watch the market 
conditions a lot of extra profits could be made, but 
this seems to be a point that is never given any atten- 
tion to speak of. 
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Get to Know Every Man, Woman, Child and Dog in 


Your Community and Gain Popularity for Your Business. 


A Business Man Was IIl at His Home and He Received a Wagon 
Load of Flowers Because He Made Friends with His Customers. 


Written Especially for AMERICAN ARTISAN AND HARDWARE REcorD by J. C. Greenberg, 
Peoria, Illinois. 


(Copyright, 1921, by J. C. Greenberg.) 


Does it get 
Does it 


Is your personality of any use to you? 
you anything? Has it a purchasing value? 
attract the attention of the public? 

These are pertinent questions. They are questions that 
every business man should ask himself every Sunday 
morning, and find the answers. Personality is a valu- 
able and necessary asset to the man who has ambition 
along legitimate lines accompanied by a desire to suc- 
ceed. 

Not every one has a valu- 
able personality. It is my 
intent to arouse a desire to 
have the right kind of per- 
sonality so that success will 
be easier to attain. 

Some business men think 
that all that is necessary to 
success is to give the cus- 
tomer his money’s worth and 
let it goat that. This is only 
partly true. The element of 
personality, however, awak- 
ens in the mind of the cus- 
tomers a desire to patronize 
the business man who. has 
that human drawing card 
called “personality.” 

This is governed by the 
natural law of attraction and 
repulsion. We either attract, 
or we repel people. The 
business man wants to at- 
tract people. The attractive 
personality has the natural 
power of pleasing, drawing, 
charming and enticing others 
to him. Please remember 
that all natural powers can be cultivated and developed 
to a high degree of efficiency, if the individual desires 
to do so. Man has the power of perfection within 
him, if he wants to bring it out and use it. 

You as a business man can serve your community in 
many other ways than by merely exchanging your 
goods for money. You owe to your community all of 
your powers for good, and you should pay that debt 
with your personality. This is called duty and responsi- 
bility. You have your duties and responsibilities to 
perform because it is expected of you. If you shirk 
this duty, you weaken your community and yourself. 

Now let us get down to bed-rock, and see what I 
am driving at. In your community can be found civic 
matters which should concern you. 
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If there is any secret in busi- 
ness, it is attraction. 
to a store because they are drawn 
to it by the attraction of price or 
quality or service. 


People choose one sheet metal 
contractor in preference to an- 
other to do their work for them 
because of the same Iaw of at- 


Underlying attraction in some 
form or other is the influence of 
pleasing personality. The person- — 
ality is embodied eveninthe com- — 
modities —in their workmanship 
or arrangement or presentation. — 


Of foremost importance, then, 
is the development of personality 
and through personality of popu- — 
larity for gaining and holding the — 
good will of patrons. 
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Take for example, School matters, Community work, 
Church, Lodge, Club, Charity, Trade Association, Pub- 
lic improvements, City politics and other things which 
do not just occur to me. Just how much of your per- 
sonality do you contribute toward these matters which 
will help the men, women and children of your com- 
munity ? 

Do you mix, or do you say, “I have no time to fool 
away with such things?” Do the people rely on you, | 
or have they got you down 
as a crape hanger? Don't 
laugh, please. This is darn 
important to you as a busi- 
ness man . 

The fact is, that unless you 
mix and take part in public 
affairs, no one will know 
about you. It follows log- 
ically that he who is un- 
known is unnoticed. And he 
who is unnoticed is not used 
and if 


People go 
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in a business 
people do not use you in a 
business way, you not 
get the profit which you 
want. What is a business 
without a profit anyway ? 
Develop popularity. Let 
your drawing and pleasing 
personality buy public opin- 
: ion for you. Get to know 
= every man, woman, child and 
dog in your community. Al- 
lure and win their good will. 
Deserve their patronage. 
This is commonly called 
“indirect advertising.” It is 
a medium of advertising which costs nothing, and there 
is a bushel of fun in getting it. Don’t have people 
ask who you are. Rather have them say “This is 
Mr. — , who is a Sheet Metal Man and the livest 
wire in our community. He is there with bells on.” 
Have the little kiddies know you, and where you 
are located. Instill faith in them that you are a good 
person. Your personality can buy all of this if you 
will give it a chance. I knew a man once who lived a 
quiet life. He was not much of a mixer. I had not 
heard of him for a long time. The other day I learned 
that he died two years ago. No one misses him, and 
no one cares. 
I know another man who was ill at his home, and 
he received a wagon load of flowers. All he had was 
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a toothache, but people were interested in him because 
he was interested in them. The law of attraction was 
working overtime. 

Just ask yourself the following questions and see 
how you stack up: 

Who is the president of my school board? 

Who is at the head of the Associated Charities ? 

Who is the most popular alderman? Why is he 
popular ? 

Who is the presiding officer in your Rotary Club? 

What is the motto of the Rotary Club? 

Name two popular men in the pulpit? Why? 

What Lodge do you belong to? 

What happened at the last meeting of your lodge? 

Who is the secretary of your Trade Association ? 
Where does he live? 

Do you belong to the Rotary Club, or Chamber of 
Commerce or Kiwanis Club, or Hoo Hoo Club, or 
School Board, or what? 

I do not mean that you should belong to all of such 
organizations, but you should belong to at least one 
or two of them. Have a place to advertise yourself 
indirectly, and have your effort appreciated. 

They will soon show their appreciation by using you 
for doing things others can not do, or can do, and do 
not want to do it. Give your personality and get the 
good-will. . 

“But,” you will say, “All this costs a lot of money. 
We Sheet Metal Men can not afford to join all kinds 
of clubs and lodges just to see if it will get us any 
business.” 

Yes, brother, it costs money all right, and you are 
not spending it for business directly. You are buying 
the good-will of the public, and through this good-will 
you will be elected to be the one to do their work. 

Here is how this kind of thing works out: If you 
get yourself liked, people will show their liking for 
you by making a choice in your favor. When custom- 
ers choose you, they actually pick you out from 
amongst your competitors because they know about 
you and rely on you. They will say, “That man is a 
fine fellow, he is in on all things for this community, 
and deserves the business.” 

Impress yourself as a useful and willing citizen, and 
you win every time. This is just how people elect a 
president of the United States. They pick out a man 
from the ninety-five million because he has proved him- 
self a useful and willing citizen. 

Your personality works all the time. You may not 
know this, but it does. It earns fame, or notoriety. 
You are either a man or “the man.” Which would 
you rather be? 

Develop your personality and make it a profitable 
personality. You have qualities that are good, and 
some that are not so good. The good is appreciated 
and the reverse is shunned. People learn to know 
about you without trying to do so. Remember that you 
are a part of the community in which you live, and 
you must make your individual part interesting and 
useful. 

Do not be indifferent to your success. Be a man to 
whom the people will look up and depend upon as 
“Johnny on the Spot.” 
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Make your personality buy for you that good will 
which a million dollars can not buy. You have found 
out before now that “usefulness” is a natural law be- 
cause it brings good and useful service. On the other 
hand, uselessness is destructive, and good for nothing. 

Your personality will buy only in accordance with 
its buying power. If you increase that power, you will 
succeed. If you decrease that power, you lose out 
every time. What’ll you have? 





Dreis and Krump Produce New 
Steel Angle Shear. 


A new steel angle shear has just been placed on the 
market by Dreis & Krump Manufacturing Company, 
Chicago, Illinois. This ma- 
chine, which is shown in the 
illustration herewith, is de- 
signed on the same princi- 
ples as the Chicago Steel 
Slitting Shear which the 
Company introduced sev- 
eral weeks ago. 

The frame and base are 
of pressed steel in one 
piece. A geared lever actu- 
ates the upper shear blade. 
This blade is _ reversible 
and has two cutting edges. 
An important feature is 
that the upper blade can be 








New Chicago Steel Angle : é 
Shear, Made by Dreis ‘aised high enough so that 


& Krump Mfg. Co., Chi- the angle to be cut can be 
> Se inserted from the front of 
the machine. Hold-down is provided to keep angles in 
place while being cut. All parts are interchangeable. 
Illustration shows position of angle being cut. 

Capacity of machine is 1% x 1% x 3/16 inches and 
lighter angles. Weight 22 pounds. Length of base 9 
inches. Height of frame 8 inches. Length of handle 
25 inches. 

The powerful steel frame combined with the geared 
lever principle and the action of the specially designed 
blades make it possible to build an angle shear of this 
capacity which is less than one-third the weight of any 
other angle shear of similar capacity on the market. 
They will be manufactured in large quantities and sold 
at an extremely low price. 





Zinc Has Lasting Values 
in Building. 

In building for permanency, the use of zinc leaders, 
gutters, flashing, and shingles is likely to become 
equally as important in America as abroad. 

Zinc has. been the universal roofing material in Eu- 
rope for more than a century with a record of service- 
ability which extends over many years. 

Owing to its durability, zinc for leaders and gutters 
is extremely economical. 





How we dislike the thoughtless person who always 
changes the subject of conversation when it’s in our 
favor. 
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George Harms Looks for 
Early Revival of Business. 

The year 1920 has been a very prosperous one for 
our business in general, says George Harms, Secretary 
of F. Meyer & Brother Company, Peoria, Illinois. 

“The manufacture and sale of furnace pipe has in- 
creased over 50 per cent. Considering the very high 
prices of all metals and labor, and the necessarily high 
price for finished goods, we consider this as phenom- 
enal. 

“Calamity howlers early in the season prophesied 
that on account of these prices, the business would 
amount to nothing and any factory doing 50 per cent 
of its normal business during 1920, would be fortunate. 
That their howling has been of no avail, best shows 
the good sense and business ability of the American 
people. 

‘What the conditions in 1921 may be, is still in the 
dark future, but to go back to the first Tuesday in 
November, the people of this great United States have 
shown by their votes, that they desire the business of 
this country to flourish, factories to run full, labor to 
be paid good wages and capital to realize on the in- 
vestment. . 

“That some of the factories are now shut down is 
not particularly discouraging, as it requires some time 
for readjustment. Prices of sheet metals are now such 
that considering the present rate of wages, there will 
be no further decline. Lumber has already gone down 
and other materials entering into buildings will, no 
doubt, take the same course. 

“Tt may take two or three months to get accustomed 
to the new conditions and new prices, but when spring 
opens up and the building season with it, I believe that 
there will be an abundance for everyone. 

“Our company has already made arrangements in 
the purchase of materials, enlargement of buildings and 
additional equipment to do at least as much if not more, 
than last year, and although it is rather early to expect 
orders, many inquiries are already on our desk. 

“Considering all conditions and the fact that there 
is no other country on the face of this globe that can 
in any way compare with our great United States, I 
look forward for good business and prosperous condi- 
tions for many years to come.” 





Sells Radiator Repair Shop. 

Irvin Nemeier, formerly proprietor of the radiator 
repair shop in the Cahoon Building on lower Broad- 
way in Cape Girardeau, Missouri, has sold his shop 
to W. H. Vogel, tinner, and has left for St. Louis 
where he has accepted a position with the Hudson- 
Frampton Motor Company. 





Self-Interest Is Most 
Gainful Motive. 

When an employer can persuade his employes of 
the usefulness of his orders so that they think more of 
the advantage of themselves in obeying than of their 
obligation to obey, such an employer will be a success- 
ful leader of men. 

When a man thinks it is to his advantage to follow 
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orders, he will follow them. It is better to approach a 
man from the standpoint of his own desires than from 
the standpoint of another’s demands. 





Notes and Queries. 
Metal Wagon Wheels. 
From T. P. Johnson, Louisburg, Kansas. 

Where can I buy metal wheels for old and new 
farm wagons? 

Ans.—Electric Wheel Company, Station D., Quincy, 
Illinois; Heartley Machine, Variety Iron and Tool 
Works, 900 Summit Street, Toledo, Ohio; Shunk Plow 
Company, Bucyrus, Ohio. 


Vest Pocket Sliderule. 
From Young Hardware Company, Bellevue, Iowa. 
Please advise where we can buy a vest pocket slide- 


rule that is watch like in shape. 
Sniall and Company, 





Waltham, 


Ans.—Small, 
Massachusetts. 
“Centennial” Cut-Offs. 

From Thomas Petersen, 1935 West Chicago Avenue, Chicago, 
Illinois. 
Kindly advise who makes the Centennial rain water 
cut-offs. 
Ans.—Sullivan-Geiger Company, Indianapolis, Indi- 
ana. 
Pig Tin. 
From Kokborg Retinning Works, Richland Center, Wiscon- 
sin. 
Can you furnish me with the names of two or three 


Chicago firms who sell pig tin? 

Ans.—Merchant and Evans Company, 347 North 
Sheldon Street ; Metal Products Company, 100 South 
Jefferson Street; both of Chicago, Illinoié. 

Electric Ranges. 
From Findlay Brothers Company, Carleton Place, Ontario. 

Will you kindly send us the names of firms in the 
United States who are manufacturing electric ranges. 

Ans.—Cadillac Manufacturing Company, Cadillac, 
Michigan ; Globe Stove and Range Company, Kokomo, 
Indiana; Hughes Electric Heating Company, 5660 
West Taylor Avenue, Chicago, Illinois; Landers, 
Frary and Clark, New Britain, Connecticut ; Michigan 
Stove Company, Adair and Jefferson Streets, Detroit, 
Michigan; Rutenber Electric Company, Marion, Indi- 
ana; Standard Electric Stove Company, 1720 North 
Twelfth Street, Toledo, Ohio; Standard Stamping 
Company, Hunting, West Virginia; Westinghouse 
Electric and Manufacturing Company, East Pitts- 
burgh, Pennsylvania. 

Electric Soldering Iron. 
From W. W. Martin, Tarpon Springs, Florida. 

I would like to know where I can purchase an elec- 
tric soldering iron. 

Ans.—Dover Manufacturing Company, Dover, 
Ohio; Belfry and Craighead, 1526 Tribune Building, 
Chicago, Illinois; Chambers Bering Quinlan Com- 
pany, Decatur, Illinois; American Electrical Heater 
Company, Burroughs and Woodward ‘Streets, De- 
troit, Michigan. 





“He that uses many words for the explaining any 
subject, doth, like the cuttle-fish, hide himself for the 
most part in his own ink.”—Ray. 
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Illustrations of New Patents 


Watch This Page. Keep Yourself Informed Concerning 
Improved Devices Which May Save Labor in Your Shop 
or Add Another Source of Income to Your Retail Store. 





1,305,005. Oil or Vapor Burner. John F. MacKay, 
Lancaster, Pa. Filed Nov. 10, 19109. 

1,365,012. Bracket. Frederick Watt, Chicago, IIl., 
assignor of one-third to Thomas J. Pembor, Chicago, 
Ill. Filed Sept. 29, 1919. 

1,365,019. Sheet Metal Tube Forming Machine. 
Otto Bark, Chicago, Ill. Filed March 5, 1920. 


1,305,063. Ventilating Window Hinge. E. Blake 
Shand, Detroit, Mich. Filed January 15, 1919. 
1,365,071. Socket Wrench. Walter A. Abegg, Los 


Angeles, Calif., assignor of one-half to Baldwin Rein- 
hold, Los Angeles, Calif. Filed August 18, 19109. 
1,365,100. Rising Hinge. Albert Edward 
and Thomas William Aitken, Luton, England. 

January 19, 1920. 

1,365,103. Shaving Utensil. Alexander Hoffmann, 
New York, N. Y. Filed October 29, 1920. 

1,305,111. Fishhook Holder. Melvin G. Lawrence, 
Revere, Mass. Filed March 31, 1920. 

1,365,118. Fruit Corer and Cutter. Henry E. 
Meyers, Denver, Colo. Filed January 27, 1919. Serial 
No. 273,457. Renewed November 29, 1920. 

1,365,143. Spark Plug. Robert R. Anderson, Rock- 
ford, Ill. Filed February 16, 1920. 

1,365,161. Knife Sharpener. Charles J. Eisenhauer, 
Lebanon, Pa. Filed September 13, 1919. 

1,365,176. Safety Razor. Arthur Cedolph Knudt- 
son, Bismarck, N. D. Filed June 10, 1920. 

1,365,185. Combination Steeper and  Dripper. 
George Habberton Nicholls, Beaumont, Tex.  liled 
May 17, 1920. 


Heley 
Filed 
































1,365,186. Electric Iron. Jose A. Oca _ Balda, 
Bridgeport, Conn. Filed May 16, 1919. 
1,365,196. Lifting Tongs. Frank Richardson, Kan- 


sas City, Mo. Filed March 27, 1920. 


1,365,212. Safety Razor. William B. Walker and 
William B. Morrison, New York, and William Smith, 
Whitestone, N. Y.; said Morrison and said Smith as- 
signors to said Walker. Filed January 9, 1919. 


1,365,296. Wire Gutter Stay. Martin C. Wirth, 
Indianapolis, Ind. [Filed April 12, 1919. 


1,365,344. Swivel Bench Stand for Hand Punches, 
Heyman Rosenberg, New York, N. Y. Filed May 29, 
1919. 

1,365,345. Electric Range and Kitchen Cabinet and 
Bake Oven. Russell E. Sard and Hans P. G. Nor- 
strand, Albany, N. Y., assignors to Rathbone Sard 
lectric Company, Inc., Albany, N. Y., a Corporation 
of New York. Filed June 21, 1917. Renewed May 
19, 1920. 

1,365,349. Automatic Draft Regulating Mechanism 
for Furnaces. William E. Shore, New York, N. Y., 
assignor, by mesne assignments, to John F. Blanchard, 
Filed March 20, 1915. 


1,365,382. Dish Washing Machine. George W. 
Conover, Chicago, Ill. Filed March 5, 1919. 
1,365,435. Ash Pan. Thomas D. Woolson, Rich- 


mond, Va.; Stella E. Marsch administratrix of said 
Thomas D. Woolson, deceased. Filed June 5, 1918, 


Serial No. 238,304. Renewed Dec. 7, 1920. 
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Weekly Report 


General Conditions in the Steet Industry. 





of the Markets 


Review of 


Prices and Tendencies in Sheet Metals, Pig Iron, etc. 





BIG STEEL COMPANY ABANDONS 
ITS PRICE-CUTTING POEICY. 


A sensation in the otherwise dull routine of the 
steel trade was caused by an announcement from the 
Lackawanna Steel Company that it had abandoned its 
price-cutting policy and had returned to the schedule 
named by the War Industries Board in March, Ig19. 

The trade is at a loss to interpret this move, espe- 
cially as reductions from the leading interest’s level of 
prices had become universal among the independents. 

In fact, a group in Youngstown had started to lead 
the market down still further, and had quoted almost 
the entire list some $10 a ton under the schedule of 
the corporation. 

They had come to the conclusion that idle furnace 
and mills were costly and that the process of liquida- 
tion had not yet reached the limit and were willing to 
go to any length to obtain business. 

What effect the announcement of the Lacakawanna 
Steel Company will have on the rest of the independ- 
ents when its position is explained, is a question. 

It is estimated that the volume of business booked by 
the leading interest during February averaged about 
30 per cent of capacity. 

As the bookings averaged about 40 per cent at the 
beginning of the month, the present rate can not be 
much in excess of 20 per cent, which is even lower 
than the rate at which the independents have been 
booking new business since the first of the year. 

Reduction of prices by independents has had the 
effect of unsettling the market and making consumers 
extremely chary of taking on stocks on a dropping 
market. 

Contrary to expectations, the independents have not 
increased the volume of their business. 

Buyers have withdrawn from the market and are 
waiting to see where it will touch bottom. 

Less and less of the unfilled tonnage remaining on 
the books of the corporation is being specified against, 
and its mills have curtailed to a 60 per cent capacity 
operation, as against 65 per cent the week previous, 
75 the week before, 80 the week before that and 92 
per cent at the beginning of the year. 

The independents still maintain an operating rate 
of between 20 and 30 per cent or probably an average 
of 25 on orders received from day to day. 


Steel. 

It is reported that one of the independent steel pipe 
producers will issue a new card shortly undercutting 
the present market for this commodity by $10 a ton. 

Wrought iron pipe discounts were increased last 
week by at least two makers amounting to about $10 
a ton. 

The new basing discount on iron pipe is now 29% 
per cent and that of steel pipe is 5714 per cent. 

Iron pipe is 72 per cent higher than steel pipe. 


Wire rods have been offered down as low as $47 
a ton in Pittsburgh and sheet bars at $39. 

The City National Bank, New York, in its monthly 
circular comes out strongly in favor of the United 
States Steel Corporation’s reducing both prices and 
wages, stating that the officials of the Corporation are 
aware that a general reduction in costs is imperative 
throughout al! industry and that lower prices for iron 
and steel are necessary to that end. 


Copper. 

The domestic copper market at the present time is 
dead and all quotations nominal. The large producers 
still ask from 1234 to 13 cents for March and April 
deliveries and the customs smelters are offering their 
current output at 123¢ prompt delivery. 

Suits have again been brought against Utah, Chino, 
Ray Consolidated, Ray Hercules and Arizona Her- 
cules Copper companies by the Minerals Separation, 
Limited, and Minerals Separation American Corpora- 
tion for infringement of patents 835,120 and 962,678. 

As these patents run out in 1923 and 1927 respec- 
tively, there is some hope of this litigation being 
terminated. 

This new suit is being brought in the Federal Court 
and asks for an injunction against the further use of 
froth flotation with greater or less than 1 per cent of 
oil or other soluble or insoluble frothing agents. 

Damages for past infringement are asked and the 
company also wants all profits made during the past 6 
years from the use of this method of concentration 
over and above what would have been earned if water 
concentration had been used. 

The February output of the porphyries was as fol- 
lows: Utah, 7,500,000, as against 7,500,000 pounds in 
January: Chino, 2,978,934 pounds, as against 2,999,- 
751 in January; Ray Consolidated, 2,976,000 in 
February, as against 2,983,000 pounds in January, and 
Nevada Consolidated, 3,000,000 pounds, or the same 
as the month preceding. This shows a very drastic 
curtailment from their capacity output. 

The tense political situation in Europe does not im- 
prove the copper situation, in fact the growing de- 
mand from Germany is likely to be checked rather 
than otherwise and the demand from other European 
countries is not likely to increase at the expense of 
smaller shipments to Central Europe. 

The statistical position, which was ‘just beginning 
to improve through larger exports and smaller produc- 
tion, will not be bettered by the latest development, 
but curtailment of production which is already severe, 
may become more drastic unless there is decided im- 
provement in domestic consumption, which is not ap- 
parent at this time. 

In the outside market, there are a few inquiries 
from consumers for March and April shipments but 
there is no disposition shown by either small producers 
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or by second hands to make further concessions in 
prices. 

Rather than sel! at present low prices, some of the 
smaller producers are out of the market. 

The Chicago quotation on copper sheet, mill base, 
has declined from 21% cents to 20% cents per pound. 
Tin. 

The demand for tin from the tin mills is still very 
light—about 20 per cent of normal. There is also a 
continued dearth of inquiry from solder and bearing 
metal makers. 

The political situation in Europe has taken a turn 
for the worse and the tin markets suffered accord- 
ingly. 

The feature of the domestic market is the con- 
tinued absence of orders or inquiries from the jobbing 
and consuming trade. 

March is generally a good month for tin demand, 
but so far is certainly making a record for stagnation. 

Reports continue to be received from large consum- 
ers that they are overstocked and in some cases sup- 
plied by stocks and contracts until next September. 

But this is based undoubtedly on the present way 
the demand is coming in for the products they make, 
and tariff fears may completely change their position 
as buyers, should a duty on tin in the coming tariff 
bill, expected to be introduced late in April or May, 
seem probable. 

Another price reduction has taken place in the Chi- 
cago market. Pig tin has been lowered from 32% 
cents per pound to 30% cents and bar tin from 341% 
cents to 32™% cents per pound. 


Lead. 


Producers of lead have advanced their prices 10 
points ; and this is reflected in an increase of Chicago 
prices. American pig lead went up from $4.30 to 
$4.40 per hundred pounds and bar lead from $5.05 to 
$5.15 per hundred pounds. 


Solder. 


Another decline of $1.00 per hundred pounds oc- 
curred in Chicago solder prices. The quotations now 
in effect are as follows: Warranted, 50-50, per hundred 
pounds, $20.50;: Commercial, 45-55, per hundred 
pounds, $19.00; Plumbers,’ per hundred pounds, 
$17.75. 

Zinc. 

The domestic zinc market has been quiet but firm 
and steady throughout the week notwithstanding the 
continued influx of foreign ore. 

Last week’s quota amounted to 2,500 tons which 
makes the total so far this month 4,675 tons. No ex- 
ports have been reported so far this year. 

The asking prices in St. Louis have been fairly 
steady at 4.85 cents a pound throughout the week, 
while the nominal New York setfling price has been 
about 5.10 cents. The smelters in the Joplin district 
are producing slab zinc only about 10,000 tons a month 
and stocks in the smelters’ hands are estimated at 75,- 
ooo tons. 


Sheets. 
There has been heavier booking of sheet business 
in the past week than for some time, the bookings in- 


AMERICAN ARTISAN AND HARDWARE RECORD 35 


cluding some fresh orders as well as a number of re- 
leases. 

Practically all the developments represent net gains 
to the mills. , 

Cancellations and suspensions are practically a 
thing of the past, since all that could be done along 
that line has already been done. 

The leading interest and the independents have 
shared in the improved demand, the leading interest 
getting a number of releases together with some fresh 
specifications from customers, while the independents 
that have been most aggressively seeking business have 
piled up a fair tonnage, though in small orders. 

A reduction of 35 cents per hundred pounds has oc- 
curred in Chicago prices for one pass cold rolled black 
sheets and galvanized sheets. 

Tin Plate. 

While demand for tin plate has increased slightly 
the improvement is not marked and the market may 
be described as very dull, certainly unprecedentedly 
so for this time of year. 

Operations have slightly increased with the inde- 
pendents, but they have fallen off with the leading 
interest, so that on the whole production is not in- 
creased. 

Production is at a very much smaller ratio to ca- 
pacity than ever before obtained at this time in the 
year. 

Consumers have, of course, been holding off in ex- 
pectation of a decline in prices. Thus far the expecta- 
tion has been disappointed. 

Chicago prices on first quality bright tin plates have 
undergone some reduction, ranging from 50 cents 
for IC, 14x20, 112 sheets to $1.80 on IXXXX, 20x28, 
112 sheets. A corresponding decrease was registered 
also in coke plates. 


Old Metals. 


Wholesale quotations in the Chicago district which 
should be considered as nominal are as follows: Old 
steel axles, $15.50 to $16.00; old iron axles, $31.00 to 
$32.00; steel springs, $15.00 to $16.00; No. 1 wrought 
iron, $13.00 to $13.50; No. I cast, $17.50 to $18.00; 
all per net tons. Prices for non-ferrous metals are 
quoted as follows, per pound: Light copper, 7% 
cents; light brass, 4% cents; lead, 3 cents; zinc, 2% 
cents; cast aluminum, 10 cents. 


Pig Iron. 

In spite of the unsatisfactory conditions of produc- 
tion capacity, February was a better month than 
January. Actually it was extremely bad, but compara- 
tively it was good. 

And everywhere there are signs of improvement— 
something like the signs we see now that indicate 
Spring is coming. 

For example, the automobile makers are gradually 
resuming. From zero they are now running from 20 
to 50 per cent of normal. 

The country can not get along without iron. Little 
by little it is evident that the world is beginning to re- 
assemble itself, so to speak, from the shattering shock 
of war. And while we are still dazed and uncertain, 
yet great progress has been made. And there is little 
doubt that the worst is over. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 


The prices and discounts quoted } 
conditions of the markets and the shortage of mate 


on this and the following pages, are, for the most part, subject to change without netice. Owing 
tt is practically tmpossible 


orjany manufacturer to 








to the unsettled | n 
guarentee his prices for any given length of time. 
METALS 
PIG IRON. 
Northern Fdy. No. 2.....-- $28 70 
Southern Fdy. No. 2....... 34 17 
Lake Sup. Charcoal....... 40 50 
29 20 


Malleable 


FIRST QUALITY BRIGHT 


TIN PLATES 
Per Box 
Ic 14x20..112 sheets $12 60 
Ix LE6RBO. wccccccses 14 55 
IXX SERIO... ccccceace 15 70 
IXXX BONED. ccceseesae 16 90 
IXXXX BORDO. oc cccccesse 18 10 
Ic BOSE... cccccccce 25 20 
=x . ae nett 2 10 
IXX SORSE.wccccccccs 31 40 
IXXX BORSS. cccccccses 33 80 
IXXXX PE cccceescns 36 20 
COKE PLATES 
Cokes, 180 lIbs.... 20x28 $16 30 
Cokes, 200 Ibs.... 20x28 _ 16 59 
Cokes, 214 Ibs....IC 20x28 16 85 
Cokes, 270 Ibs....IX 20x28 18 75 


BLUE ANNEALED SHEETS. 


Base .+--per 100 lbs 


@NE PASS COLD ROLLED 


$4 C8 


HARDWARE 
ADZES. 

Carpenters’. 

Plumbs ........Per doz. $29.00 
Coopers’. 

TESORO ccccccccecccccccccedt 

WIERD cn cccccccccccce 0<00 ces 
Railroad. 

PED sacces ..--Per doz. 30.00 

AMMUNITION. 


Shells, Loaded, Peters. 
Loaded with Black Powder, 18% 


Loaded with Smokeless 
POWGEE ccccccccccccsccces 18% 


Winchester. 
Smokeless Repeater Grade, 15% 
Smokeless Leader Grade...15% 
Black Powder .......+++...15% 


U. M. C. 
Nitro: Club.... ccc. rer 
Arrow «+0 e18% 
Meow Club. cccccccccccceces oM® 


Gun Wads—per 1000. 

Winchester 7-8 gauge 10&74%4% 
™ 9-10 gauge 10&7%% 
- 11-28 gauge 10&74% 


Powder. Each 

DuPont’s Sporting, kegs..$11 26 

” 7” % kegs 3 10 

DuPont’s Canisters, 1-lb.. 56 

i _ kegs.. 22 00 

” % kegs... 6 75 

we canisters 1 00 

Hercules “E.C”’, kegs...... 22 50 
Hercules “Infallible’, 26-can 


eee etree eseeeeee 


GFOMED cccccccccccecccece S38 OO 
Hercules “‘Infallible”’, 10 can 

GFUMB .ccccccccccccccces 9 00 
Hercules “E.C” and “Infa!l- 

lible”, canisters ........- 1 00 


Hercules W. A, 30 Cal. Rifle, 
GERREERNS cccccccseseveess 43 & 


Hercules Sharpshooter Rifle, 
GENESEE ccccccccccoscese: 2 


Hercules Bullseye Revolver, 
MED ccsccsncceccecee BE 


ANVILS 
Solid Wrought....23 & 23% per Ib. 


ASBESTOS. 
Paper up to 1/16...... 10c per Ib. 
Millboard 3/32 to %..10%c per Ib. 


Corrugated Paper, (250 
aq. ft.).........$6,50 per 100 Ibs. 


Rollboard ..............11le per Ib. 


AUGERS. 
Boring Machine .....40@40410% 
Carpenter’s Nut.............-50% 


Hollow. 
Bonney’s ...... 


Post Hole. 
Iwan’s Post Hole and Well...30% 


Vaughan’s, 4 to 9 in. 
cocccccescccoesee® Gea. $346.00 


.-per doz, 30 00 


Ship. 
POrG’s .ncuccccccccccccce -~--Net 
AWLS. 
Brad. 


No. 3 Handled....per doz. $0.65 





BLACK. 
We; 286-39....«0 per 100 Ibs. $5 20 
No. 23-234...... per 100 Ibs. 5 25 
at, Ge ceascous per 100 Ibs. 5 30 
| eer per 100 Ibs. 5 35 
Se eee per 100 Ibs. 5 40 
No. 29 -per 100 Ibs. 5 50 
GALVANIZED. 
i ee per 100 Ibs. $6 00 
* = - 
Pm. SOOO. cious per 100 lbs. 6 15 
No. 22-24 -per 100 Ibs. 6 30 
a ere per 100 Ibs. 6 45 
ere per 100 lbs. 6 60 
Pe Beat erwnn per 100 lbs. 6 75 
eee per 100 Ibs. 7 25 
BAR SOLDER 
Warranted, 
eee per 100 Ibs. $20 50 
Commerdeial, 

GEER oc cece per 100 lbs. 19 00 
Plumbers’..... per 100 lbs. 17 75 
ZINC. 

i eee ee $5 25 
SHEET ZINC, 

Cask lots ..... eweeceeensooese 13¢ 
Less than cask lots.....13%-13%c 
COPrEsz. 

Copper Sheet, mill base..$ .20% 
LEAD. 

American Pig. ...cscecsees: $4 40 
BP Pe re 5 15 

Sheet. 

Full coils..... per 100 Ibs. $7 50 
Cut coils...... per 100 lbs. 7 75 
TIN. 
ee GO ‘sa cacecscensescevnd 30%C¢ 

Bar tin 


No, 1060 Handled ve 1 40 

Patent asst’d, 1 to 4 “4 86 
Harness, 

Common ..... oe 7 1 05 

Patemt§ ..cccces ee “ 1 00 
Peg. 

Shouldered ....... ? 1 60 


Staeévsseheseoee ees 32%@ Patented ........ > 76 


Scratch. | 


No. IS, socket 


Handled ......per doz. 2 50 


No. 344 Goodell- 
Pratt, list less.......35-40% 
No. 7 Stanley..... ” 2 " 
AXES. 


First Quality, Single 
Bitted, 3 to 4 1b., per doz. 16 60 


First Quality, Double 
Bitted ........per doz. 22 50 
Broad. 


Plumbs. Can. Pat., 6-lb. 65 00 


Single Bitted (without handies). 
Plumbs, 4%-Ib. 0 


Double Bitted (without handles). 
Plumbs, 4%-Ib. 0 


eeccccees 5 


BAGS, PAPER, NAIL. 
Pounds ... 10 16 20 25 
Per 1,000..$5 00 6 60 7650 98 00 


BALANCES, SPRING. 
Sight Spring.....-.ssecceeees NOt 
Straight .cccccccccccccccccsccltet 


BARS, WRECKING 
B. NO. 12. ..00-eeeeee + - $0.45 
B. NO. 24...ccccccceces 0.76 
B, No. 324.....+-++-++ 0,80 
B. No. 30...eeeeeeeee++ 0,85 
B. NO. 380....-.e0--0+-- 0.90 


BASKETS. 
Clothes, 
Small Willow....per doz. 15 00 
Medium Willow.. ” 17 00 
Large Willow.... - 20 00 


Galvanized. 1 bu. 1% bu. 
Per doz..........$16 08 $18 72 


BEATERS. 
Carpet. Per doz. 


No, 7 Tinned Spring Wire..$1 10 


No. 8 Spring Wire Cop- 
BOVE ccccoscecececoscee 


No. 9 Preston.....+eese++ 1 75 


Egg. Per doz. 
No. 50 Imp. Dover........$1 10 
No. 102 “ “ Tinned 1 35 
No. 150 “ > hotel 2 10 
No. 10 Heavy hotel tinned 2 10 
ma * - = 3 30 
No. 15 ™ rad 2 3 60 
No. 18 ” a ” 4 60 


Hand. 
8 9 10 12 
Per doz.$11 50 13 00 14 75 18 00 


Moulders’. 


12-inch -Per doz. 20 00 


eereeeee 


BELLS. 

Call. 

3-inch Nickeled Rotary Bell, 
Bronzed base....per doz. $5 50 


Cow. 
Kentucky ......ee-2e00020+830% 
Door. Per doz. 
New Departure Automatic $7 50 
Rotary. 
3 -in. Old Copper Bell... 6 00 
3 -in. Old Copper Bell, 
PAMEF ccccccccccccece 8 OO 


3 -in. Nickeled Steel Bell 6 00 
3%-in. Nickeled Steel Bell 6 50 








BEVELS, TEE. 
owe Rosewood handle, new 


eee eeccerccceccccesecs sc NOS 


Stanley iron handile..........Nete 


BINDING CLOTH. 

ceerccccccess + FER 
Perrerrerrrererrrrs |b. 
secre ereeeee CON 


Zinced 
Brass .... 
Brass, plated .. 


eereeee 


BITS. 
Auger. 

Jennings Pattern .........-Net 
Ford Car.........List plus 6% 
Ford’s Ship...... “™ “ 6% 
BPWE cccces TEPTTTITETITiTt 
Russell Jennings......plus 20% 
Clark’s Expansive .......338%% 
Steer’s “ Small list, $233 00..6% 

” “Large “ $26 00..56% 
Terwim CaPccccccccccccccece cS 
Ford’s Ship Auger ttern 
Car 


ccccccooceccece plus 6% 
GREE cncctccccesesccedecestb 
Countersink. 

No, 18 Wheeler’s..per dos. $2 26 
No. 20 - ee ” 3 00 
American Snailhead = 1 76 
- Rose.... 2 3 00 
” Fiat.... at 1 40 
Mahew’s Fiat.... ™ 1 60 

- Snail..... - 1 9e 

Dowel. 
Russel Jennings.......plus 20% 
Gimlet. 
Standard Deuble Cut Gross $8 40 
Nail Metal Single 
Cut .......Gross $4 00—$5 00 
Reamer. 


Standard Square......Des 2 60 


American Octagon... “ 2 60 
Screw Driver. 

No. 1 Common...... 20 

No. 26 Stanley...... 76 


BLADES, SAW. 


Disston 30-in. 
Nos. 


66 26 
$9 45 $10 06 $9 45 


BLOCKS. 
Wooden ..ccccccccccccccccceeDe® 
PATER 2occccccccccccccccccee te 


BOARDS. 

Stove. Per doz. 
24x24 csccce 18 66 
SOMES sccess ccccccccccccse 16 OF 
BEES ccvscsscscsccsccesce BB 
30x30... coccccee SE OD 
SORES cccccccccccecccccee BB OD 
a eee ecccccccccee SO GO 


Wash. 


No. 760, 
(single) 


Banner 
cccce co DOF 


No. 652, Banner Globe, 
(single) ......per doz. 6 75 


No, 801, Brass King per doz. 8 26 


No. 860, Single—Plain 
POD ceceses ccccccecee 6 


Globe, 
doz. $5 26 


Carriage, 
and sizes 
shorter ... 


cut thread, %x6 
smaller and 
seeeee 80-10% 


Carriage, sizes larger and 
longer than %x6....20-10-5% 


end. Machine, %x4 and sizes 
smaller and shorter....40-5% 

Hand Bell polished List plus 15% esecht ’ te a 
White Metal...... ‘ 15% Soins, ae ew se 
Nickel Plates..... aif 5% longer than %x4.......30-5% 
NN ae Bes “ 10% BOGS ccccec ssuwseeeseds 60-10% 

Miscellaneous. MG. ox scsduvaceseccsees 40-10% 
CMOFe ene nn en 80% |Mortise, Door. 

Farm, lbs...40 68 16 100 Gem, IFON. «++ eseeeee eeeece --5% 

Each ....$3 06 83 75 6 6@ 7 25' Gem. bronze plated......... 6% 























